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Inside Dore 
By GEORGE 
F. TAUBENECK 


Learn to live and laugh — 
thus delay your epitaph 


Stories of the Week 
Another True Lover 


How To Sell Anything 


Stories of the Week 


Rex Smith passes on a swiftie 
about a golf twosome. Both men 
were hunting for a ball which 
one had driven into bushy rough. 

“Hey, I found it!’’ shouted the 
driver. 

“How do you like that crook?” 
muttered the other to his caddie. 
“T’'ve had his ball in my pocket 
for the last five minutes.” 


Jack thought it would be cute 
to teach his new dog to “speak 
for its supper.” 

He’d let the puppy sniff a dish 
of raw hamburger, then hold it 
out of reach and “bark’”—hop- 
ing the canine would get the 
idea, and woof-woof when it was 
hungry. 

Puppy learned a trick all 
right. It wouldn’t eat until his 
master woof-woofed. 


To a _ prospective customer 
who had written in advance, 
asking if he could bring his dog, 
a hotel proprietor replied: 

“Your pet will be welcome. 
Dogs don’t fall asleep while 
smoking cigarettes, nor do they 
start riots by making amorous 
passes at somebody else’s wife 
or sweetheart. 

“We don’t have to search 
canine luggage for blankets, 
towels, etc., he might have 
stolen from us. Dogs, we have 
learned after 30 years in the 
hotel business, are better guests 
than people.” 


Another True Lover 


We hope you'll be pleased to 
share our happiness in the ar- 
rival of Gigi (pronounced: “zhee- 
zhee,” as in Zsa Zsa). And who 
is Gigi? 

She’s a wriggly, inquisitive, 
silvery wisp of a puppy-dog. 
Gigi came to us, after a long 
search, to succeed (but never 
replace) our irretrievable Pierre- 
the-Bear. 

Another toy French poodle, of 
course—a living doll. 

So many of you sent your 
sympathy, after Pierre’s murder 
was reported in this department, 
that we shall be grateful to 
you-all forever. 

Especially pleasing were these 
spontaneous combustions: 


Carmel, New York 
Editor: 

I would much appreciate your 
sending me several reprint cop- 
ies of the “Inside Dope” item 

(Concluded on Page 8, Col. 1) 


Sutton Explains FTC Examiner Dismisses Charges Against 
Ice Cream Firms—Decision Not Final 


lts Policy on 


Warranties 


WICHITA, Kan. — Although 
O. A. Sutton Corp. has a 
“serious warranty problem” at 
the present time, the company 
is still responsible for warran- 
ties on all “Vornado” products 
except auto air conditioners and 
is fulfilling these obligations “to 
the extent we are able to do 
so,” a company official told the 
NEwS last week. 

The NEws queried the com- 
pany after receiving some in- 
quiries regarding the warranty 
situation at Sutton, which 
ceased production some time 
ago. 

The official said that although 
Sutton is responsible for war- 
ranties, as noted above, the 
company can’t fulfill them 100% 
all the time. He explained that 
the firm is short on a lot of 
parts right now “but if we have 
the part we will send it imme- 
diately.” 

The official also admitted that 
the company is indebted to 
(Concluded on Back Page, Col. 5) 


Hassenplug, Krueger 
Promoted at Acme 


JACKSON, Mich. — Promo- 
tion of Walter M. Hassenplug to 
executive vice president of 
Acme Industries, Inc. has been 
announced by P. A. Weather- 
wax, executive vice president 
and general manager. 

Simultaneous with his eleva- 
tion, Hassenplug named Henry 
R. Krueger, a project engineer 
at Acme for the past two years, 
to the post of director of engi- 
neering. 

In his new position Hassen- 
plug will concentrate his activi- 
ties in the area of manufactur- 
ing, engineering, personnel, and 
purchasing in addition to con- 
tributing to over-all company 
direction and management. 

He has been an Acme vice 
president and director of engi- 
neering since 1956. Well known 
in the industry for the design 
of compressors, chillers, and 
condensers, he has been re- 
sponsible for the development of 
many Acme products. 

(Concluded on Page 21, Col. 5) 


Detroit BHCB Gets Results In Efforts 
To Upgrade Home Heating Installations 


DETROIT — Efforts of the 
Better Heating and Cooling 
Bureau here to upgrade the 
level of warm air heating instal- 
lations is beginning to get re- 
sults, reports George Asher, 
executive secretary. 

“At least heating contractors, 
inspection officials, home build- 
ers, and FHA and VA officials 
are beginning to take us serious- 
ly,” he declared. 

Better Heating and Cooling 
Bureau is made up of warm air 
heating and air conditioning 
contractors who are determined 
to “clean their own house.” 

Their methods include the 
drafting of a residential heating 
code which they are asking De- 
troit area governments to adopt, 
the establishment of heating in- 
spector forums to teach harass- 
ed local inspectors what to look 


for when checking installa- 
tions, and the sponsorship of 
“schools” to help contractors 
improve their own work. 


(See “How-Not-to-Do-It” 
pictures on page 6.) 


In addition, the bureau in- 
vites homeowner’ complaints 
and, if a sub-standard installa- 
tion is made by a bureau mem- 
ber, it guarantees the installa- 
tion will be made right. 

As part of this latter func- 
tion, a BHCB team has inspect- 
ed a number of installations, 
both in new and existing homes, 
where the owners have com- 
plained. 

Where sub-standard work was 
discovered, the team called it to 
the attention of the builder and 

(Continued on Page 6, Col. 2) 
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Can Ship Wolverine ‘Strubing’ 


Flat, Inflate It on 


ALLEN PARK, Mich.—Calu- 
met & Hecla, Inc., will start ex- 
perimental production this fall 
of light-wall seamless metal 
tubing that can be shipped in 
ribbon form and inflated at the 
point of use, it was announced 
by D. W. Blend, C & H vice 
president and general manager 
of the Wolverine Tube division 
headquartered here. 

The new material—to be 
known as “Strubing” (strip 
tubing) — holds promise of 


‘Pigeon Sweepstakes’ Is Climax 


G-E Drives for Late Season Sales 


TYLER, Texas—A homing 
pigeon race from Temple, Texas 
to Dallas will climax an ambi- 
tious promotional campaign re- 
cently launched by General 
Electric Co. here to stimulate 
sales of central air conditioning 
during the usual August-Sep- 
tember “dog days.” 

This Late Summer/Early Fall 
(LS/EF) campaign “has some- 
thing for everyone—distributor, 


dealer, and present or prospec- 
tive customers,” the company 
says. 

“To the dealer who makes or 
exceeds his quota, there’s an 
opportunity to win mineral 
rights in Texas oil lands, in the 
‘Pigeon Sweepstakes.’ 

“An unusual and appealing 
incentive is also being offered 
the customer who buys a Gen- 

(Concluded on Page 4, Col. 1) 


Construction Site 


major innovations in several in- 
dustries, according to Calumet 
& Hecla researchers. 


Strubing offers two major ad- 
vantages, it was pointed out. 

“First, point-of-use inflatabil- 
ity makes it possible to ship 
thin-wall tubing economically— 
since only the tube ‘walls’ are 
shipped and not the ‘hole,’ the 
announcement said. 

“Second, the process used in 
making Strubing, technically 
classified as cold rolling, pro- 
vides an economical means of 
producing thin-wall tubing of 
materials and in_ thicknesses 
either unavailable today or 
available only at a prohibitive 
cost. 

“Field  inflatability might 
make it possible, for instance, 
to ship the entire ductwork for 
the heating system for a 7- 
room house in a box the size of 
an orange crate instead of in 
trailer-truck loads. 

“The Strubing ‘ribbon’ might 
be strung through the house 
and then inflated right in place 

(Concluded on Page 21, Col. 1) 


WASHINGTON, D. C.— 
Brushing aside the arguments 
of refrigeration contractors and 
equipment distributors concern- 
ing equipment giveaways as 
mere “gripes about market prac- 
tices,” Federal Trade Commis- 
sion hearing examiner John 
Lewis has issued an initial deci- 
sion to dismiss unfair trade 
practice charges against nine 
major ice cream manufacturers 
and 55 subsidiaries. 

He said evidence does not 
show that they used unfair com- 
petitive methods to sell their 
products or have illegally lessen- 
ed competition. 

This not a final decision of 
FTC and may be appealed, 
stayed, or docketed for review. 

The nine ice cream manufac- 
turers—the Carnation Co., The 
Borden Co., Beatrice Foods Co., 
National Dairy Products Corp., 
Pet Milk Co., Fairmont Foods 
Co., Arden Farms Co., Foremost 
Dairies, Inc., and H. P. Hood & 
Sons, Inc.—were charged by 
FTC in 1955 with unfair trade 
practices including the giving 
away of refrigeration facilities 
and the free servicing of refrig- 
eration equipment. 

In the intervening four years 
of hearings and arguments, the 
National Commercial Refriger- 
ator Sales Association and the 
Refrigeration & Air Condition- 
ing Contractors Association have 
actively aided FTC attorneys in 
gathering evidence of such prac- 
tices. 

But they apparently made so 
little impression on Lewis that 
he did not even know who they 
were. 

The FTC release announcing 
Lewis’ decision said that among 
those groups claimed to be ad- 
versely affected by the chal- 
lenged practices were “regular 
licensed facility dealers.” 

They, according to the FTC 
announcement, were “injured 
because respondents (the ice 
cream manufacturers) have in- 
duced retailers (of ice cream) to 
refrain from buying from these 
dealers.” 

“Concerning this group, the 
(Concluded on Back Page, Col. 1) 


Airtemp Promotes 
Dickson, Dillon 


DAYTON—Promotion of two 
Chrysler Airtemp career men 
to top management positions 
was announced by Joseph B. 
Ogden, vice president-sales. 

E. Dale Dickson, central 
region manager for Chrysler 
Airtemp, has been named man- 
ager, marketing-room air condi- 
tioner, succeeding George Child- 
ers, resigned. Under Dickson 
will be Hugh Dillon as sales 
manager-room air conditioners. 

Dickson is a veteran of al- 
most 20 years with Airtemp, 
(Concluded on Back Page, Col. 3) 
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Warehouseman Predicts 


Galvanized Sheet Stocks May Be 
Completely Depleted In 2 Weeks 


SKOKIE, Ill.—The most cri- 
tical shortage to develop as a 
result of the steel strike is in 
galvanized sheets, according to 
a steel warehouse executive. 

Although warehouses have 
generally built up their inven- 
tories of other items during the 
past several months, they have 
been unable to keep up with the 
increased demand for galvan- 
ized, Seymour Waldman, presi- 
dent of Rolled Steel Corp., 
Skokie and Houston, said re- 
cently. 

Waldman said that most gal- 
vanized sizes are completely out 
of stock in the nation’s ware- 
houses. He said that his com- 
pany’s situation is typical. 
Rolled Steel’s hot rolled and 


*OUTSIDE, THAT IS! 


KRAMER’S outdoor compressor is the only compressor 
designed to operate outdoors for any application 


cold rolled steel supply should 
hold out for about two months, 
while galvanized should be com- 
pletely depleted within a week 
or two if current demand con- 
tinues. He said that Rolled 
Steel has rationed galvanized to 
its customers for 30 days. 

He noted that in addition to 
the build-up for the strike, gal- 
vanized is in short supply be- 
cause of its increased applica- 
tions. Last year saw an all time 
high in galvanized shipments, 
which would have been topped 
in 1959 if the strike had not oc- 
curred, he said. He cited stepped 
up use of galvanized in the 
automotive, appliance, building, 
heating and ventilating, and 
farm equipment fields. 


under all temperatures and weather conditions. 


Completely assembled, wired, tested and factory 
run-in, it arrives on the job ready to operate. Simple 
hookup eliminates costly installation and control 
adjustment time. Kramer's outdoor compressor ends 


waste of valuable indoor space. 
WRITE FOR BULLETIN 


COMPRESSOR 
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Ayres To Retire 
From Whirlpool 


ST. PAUL—R. W. Ayres will 
retire Aug. 1 from the St. Paul 
Div. of Whirlpool Corp. 

Ayres has acted the past two 
years as engineering consultant, 
after serving ten years as chief 
engineer. He has been identified 
with the refrigeration industry 
since 1919, and has_ several 
patents concerning refrigeration 
products. 

Before coming to Whirlpool 
in 1947, Ayres served as chief 
engineer at Coolerator Corp.; 
as director of research for Sun- 
beam Electric & Mfg. Co.; chief 
engineer at Stewart-Warner 
Sorp., Appliance Div.; as a staff 
engineer at General Electric Re- 
frigeration Div.; chief engineer 
for Savage Arms Refrigerating 
Div.; and as an engineer for 
Yale & Towne Mfg. Co. 
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Sells 250.000 °59 Models 


Harrison Reports Auto Conditioner 
Sales at All-Time Record High 


LOCKPORT, N. Y.— Harri- 
son Radiator Div., General 
Motors Corp., recently reported 
all-time record sales of automo- 
tive air conditioning systems. 

Edward J. Reilly, the divi- 
sion’s general sales manager, 
said that for the 1959 model 
year sales have already reached 
250,000, an all-time high since 
production of automotive air 
conditioners began at Harrison 
in 1954. 

“Our air conditioning sales 
total so far this year,” Reilly 
stated, “is 45% greater than 
the division experienced in 
1958.” In that year Harrison 
sold 172,000 systems. 

Reilly said the main concen- 
tration of sales continues to be 


KRAMER 


OUTDOOR 
| COMPRESSOR 


KRAMER TRENTON CO.: Trenton 5, N. J. 


46 YEARS OF CONTINUOUS ACHIEVEMENT IN HEAT TRANSFER 


in the southwest and southeast. 
He did note, however, that 
greater public acceptance of the 
product is gradually taking 
place in other parts of the coun- 
try. 

He predicted that sales of 
Harrison air conditioning sys- 
tems for the 1960 model year 
would go well over 300,000. 

Harrison manufactures car 
air conditioning systems for all 
General Motors cars. 


Oldsmobile, Dodge, 
Hertz Find Demand 
For Auto Cooling Up 


DETROIT — Increasing popu- 
larity of auto air conditioning 
is indicated in recent reports. 

J. F. Wolfram, Oldsmobile 
general manager and General 
Motors vice president, reported 
last week that Oldsmobile has 
factory-installed 50,924 air con- 
ditioning units in the model 
year through June 30. This com- 
pares with 36,941 “during the 
entire 1958 model year. 

Earlier, M. C. Patterson, 
Dodge general manager, an- 
nounced that orders for air con- 
ditioning units have risen 50% 
over the 1958 level. 

And the Wall Street Journal 
noted recently that “Sweltering 
salesmen convince more bosses 
they do better if their cars are 
air conditioned.’’ The newspaper 
quoted Hertz Corp. as saying 
that requests from lease cus- 
tomers for air conditioned cars 
for their salesmen are running 
double a year ago. 

“A growing number of firm,” 
the Journal added, “equip their 
own fleets with cooling units.” 

As reported in the June 29 
issue of the NEWS, a survey by 
the du Pont Co. among nearly 
400 of its salesmen who’ve been 


assigned mechanically cooled 
cars showed that 92% of them 


felt the climate control helped 
them do a better job. 


Payne To Close Down 
For 3-Week Vacation 


LA PUENTE, Calif. — The 
Payne Co. will close down its 
complete manufacturing opera- 
tion for three-weeks’ vacation 
beginning Aug. 10, the company 
has announced. Shipping depart- 
ment will be open, however. 

Payne advised its customers 
to place orders for enough 
equipment to see them through 
to approximately Sept. 15. 

“This plant shut-down, 
coupled with the steel strike, 
could put us in a difficult de- 
livery position after we resume 
normal production,” said Wil- 
liam F. Steiner, general sales 
manager. 


F. M. Kreiner Dies 


NEWARK, N. J. — Frederick 
Manning Kreiner, 81, retired 
vice president and _ secretary- 
treasurer of Manning, Maxwell 
& Moore, industrial equipment 
manufacturer, died recently of 
a heart attack at his home here. 


lah ee PA gech er : Y % bye s [ ‘ aotctN ree ae Ne res oe p : S auriae OE eee ras nen Sear ge . 
oe ' J : ; ere ee i ao eee a ae 
a eee ae Mi elias ari fie a 
: ‘ mens 8 re 
aa 
‘ ésnnteniinieiE oe 
J ae 
: ee ee 
; i 
aioe 
mon 
ae 
Sage 
sete 
eset 
a 
conor 
i 
a fies 
oe 
ae 
od ReneS 
aan 
i ee ——— 
ae P 
—— — a = -- -— = —— * 
ey! 
, eer ee 
Soom 
ee : 
a 
, 
° 
a 
a Ss 
fae ee 
a =a ‘ 
: pe re 
See 
oR: 
a rn 
oe e's 
acy ee: 
). eae 
= Be 
= ae 
a Mes ies 
a earere 
Re ee 
a Sinan 
i ae a 
he eres 
aay af F¢ % <7 
a aay 
Fa ae 
x iP ae 
ai, teak: eeeeseesecece 
a Mer 
eI . neo any 
sa : ie Po 
ri i Sees ae 
aie ie 
ee Peat as oe } ee: j __ 
i Sie 5 i - 
= cat ¥ $3 — = , 
: -— ’ 
eri i iis y ay 
‘ 
: ee ] 
of 
a 
oe is . a i ’ 
yh ae y E . 
: ‘ , =i Y : ‘ a Fes are iJ pt r Jee 
ios: 


Air Conditioning, Heating & Refrigeration News, July 27, 1959 


Hussmann First Half Earnings Hit 
$975,951, Sales Run Ahead of ‘58 


ST. LOUIS — Hussmann Re- 
frigerator Co. reported that in 
the first half of this year, earn- 
ings rose to $975,951, or 76 
cents a share, from $803,540, or 
66 cents a share, in the corre- 
sponding period of 1958. 

First-half sales also were up, 
totaling $16,979,519, compared 
with $15,313,779 in the first six 
months of last year. 

W. B. McMillan, president, 
told stockholders that orders 
booked for food store equipment 
in the 1959 period were substan- 
tially in excess of the like year- 


NEWS readers are invited 
to write to the editor giving 
their opinions on any subject 
of interest to the industry. 


ago period and the backlog of 
orders increased. 

He said demand for food 
store equipment and the rate of 
construction of new stores and 
major remodeling programs con- 
tinues at a high level, both by 
chains and independent oper- 
ators. 

McMillan disclosed that Huss- 
mann terminated activities of 
its aircraft division June 30 “as 
we believe our facilities may be 
more advantageously employed 
in connection with civilian prod- 
ucts.” 


In the second half of the year, 
operations and profits are ex- 
pected to show improvements 
over the first six months’ period 
and to be comparable with the 
second half of 1958, he stated. 


J. J. Newberry Agrees 
To Stop Using Words 
“Air Conditioner’ 


WASHINGTON, D. C. — The 
Federal Trade Commission an- 
nounced that J. J. Newberry 
Co., New York City, has entered 
into a stipulation agreement 
under which it agreed to stop 
using the words “air condi- 
tioner” or similar terms to de- 
scribe the “Travel-Aire” device 
it sells. 

Also, the FTC said, that under 
the terms of the agreement, the 
company must not represent 
that the device dehumidifies air 
or produces other results not 
attributable to it. 


The agreement does not con- 
stitute an admission by the 
company that it has violated 
the law, according to the an- 
nouncement by the FTC. 


Room Unit Sales up 50% 


Amana Reports 60% Rise In Sales for 
First Half Compared to 1958 Period 


AMANA, Iowa — Amana Re- 
frigeration, Inc. reported an 
over-all 60% increase in sales 
for the first half of the year, 
compared to the January-June 
period of 1958, and ordered its 
factory to continue production 
of room air conditioners “at 
least through September, and 
possibly longer.” 

The firm said it normally 
stops making room air condi- 
tioners on July 1, but required 
the extra three or more months 
of production to meet dealers’ 
requirements for air condition- 
ers. 

Explained George C. Foerst- 
ner, Amana executive vice presi- 
dent: 

“In room air conditioners, 


alone, our sales are up 50% 
over the first six months of last 
year.” 

Foerstner said another sales 
leader among Amana products 
is the combination model 
freezer-plus-refrigerator which 
is currently selling two-and-a- 
half times better than a year 
ago. 


R. K. Milward Dies 


DETROIT — Robert K. Mil- 
ward, prominent heating spe- 
cialist for 47 years, died recent- 
ly at his home here. He was 
manager of customer relations, 
Detroit branch, National-U. S. 
Radiator Corp., at the time of 
his retirement April 30, 1956. 
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Field Report on G-B Duct 


in Luxurious “Co-op” Residences 
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“DUDLEY SQUARE”.- 
Shreveport, Louisiana 


ARCHITECT: Neild, Somdal & Smitherman, 


Shreveport 


GENERAL CONTRACTOR: M. H. Thomas & Son, 


Center, Texas 


A/C CONTRACTOR: B. Segall & Company, 


Shreveport 


S/M CONTRACTOR: Universal Sheet Metal 
Works, Bossier City, La. 


G-B DUCT SUPPLIED BY: Frith Sales Corp., 


Shreveport, La. 


First cooperative home development in the Shreve- 


port, La. area is “Dudley Square” 


— a 20-home, 


$800,000 project that combines the ultimate in in- 
terior luxury and comfort with all the exterior charm 
of English town houses. Dual-temperature duct sys- 
tems in all 20 homes are G-B Duct—the first and 
only prefabricated round glass fiber duct tested and 


labeled by Underwriters’ 


Laboratories as an air con- 


ditioning and heating duct. 


YOUR LOCAL SUPPLIER IS LISTED IN THE ADJOINING COLUMN 


GIUSTINEDIAGON: 


218 W. 
Thermal and acoustical glass fiber insulations . . 


10th Street, Kansas City, Mo. 


. Molded glass fiber pipe insulation .. . 


Uniformly-thick glass fiber walls of G-B Duct provide 
maximum thermal and acoustical efficiency, while the 
continuous airtight plastic vapor barrier sleeve posi- 
tively prevents condensation. Installing G-B Duct 
couldn’t be more economical, because it comes in one- 
piece 6’ sections, ready to use (no preassembly, no 
folding). Sizing is no problem, because G-B Duct is 
made in the same nominal sizes as round sheet metal 


pipe and fittings. 


Because both contractors and homeowners have found 
that it assures maximum performance and economy, 
G-B Duct sales are skyrocketing. Your local G-B 
Duct distributor will be happy to show you how easy 
G-B Duct is to install. Why not call him today? 
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Couplings and fittings for plain and grooved end pipe 


DAVENPORT, 


LAREDO, Tex., 


LOUISVILLE, 


a end 


G-B DUCT 


DISTRIBUTORS 


AKRON, Ohio, The Asbestos Supply Co. 
ALBANY, Ga., industry Insulation Co. 
ALBANY, N. . 
ALBUQUERQUE, Mt. States Insulation Co. 
AMARILLO, Morrison Supply 0, 

ATLANTA, ba., Reynolds Aluminum Supply Co. 


Hudson Valley Asbestos Corp. 


he Thompson Company 


T 
AUGUSTA, Ga., Noland company 
BALTIMORE, Md., Leroy Insulation Company 
BEAUMONT, Tex., Solar Supply ay 
BILLINGS, Mont., Big Horn 
BIRMINGHAM, Ala., Hall- oweeme | Co. 


upply, 


Hart-Greer, 
Shook & Fletcher Supply Co. 
Reynolds Aluminum Supply Co. 


BOSTON, Mass., Homans-Kohler, inc. 
BUFFALO, Industrial Insulation Sales, Inc. 

North Star Supply Compa: any 
CHARLESTON, W. Va., Dunbar Metal & Sup. Co., Inc. 
CHATTANOOGA, Noland Co. 

CHICAGO, E. e Carison Company 


berg Asbestos & Cork Co. 


Cul 

CLEVELAND, Ohio Asbestos & Ins. Co. 
COLUMBUS, Santeler Brothers 

Culberg of Ohio 
CORPUS CHRISTI, Precision Insulation Co. 
DALLAS, Insulation Suppl Ly 

Payne-Ladewig, 

lowa, Republic ‘Electric Co. 
DECATUR, Ga., Lennox Industries 
DENVER, Gene Wright Lumber Co, 
DES MOINES, lowa Asbestos Company, Inc. 
DETROIT, G. L. Johnston Co. 
ENGLEWOOD, N. J., Englewood Supply Co. 
EVANSVILLE, Ind., "George Koch Sons, Inc. 
FT. WAYNE, Ind., M. H. 
FT. WORTH, Bracken Co. 
GULFPORT, Miss., Paine Supply Co. 
HOUSTON, Precision Insulation a 
INDIANAPOLIS, Central Supply C 
JACKSON, Miss., Paine Refr Lrotion & Supply Co. 
JACKSONVILLE, ‘Eckles Distributors, Inc. 


lit, Inc. 


Ferber Sheet Metal Works 
Florida Air Conditioners 
Reynolds Aluminum Supply Co. 
Southernair Distributors 


KANSAS CITY, Mo., soneres Supply Co, 


Superior Distributing Corp. 


KEWANEE, I1., Mechanical Insulation Co. 
KNOXVILLE, Tenn., Holston Air Conditioning Corp. 
LAKE CHARLES, La., Solar Supply Company 


Anderson-Stur Company 


LITTLE ROCK, ; Gunn Di Distributing Co. 
LOS ANGELES Western Fibrous Glass Products Co. 


eneral insulation & Roofing Co. 


LUBBOCK, Tex., Morrison Supply Co. 
MACON, Ga., Industry Insulat 
MEMPHIS, A. T. Distributors, inc. 
Gibbons Supply Co 
MIAMI, Crabtree Insulation Co. 
Fiber Duct Dist 
Reynolds am Supply Co, 


in Co, 


MILWAUKEE, F. R. Dengel Co 


MINNEAPOLIS, Asbestos Products, Inc. 
MYRTLE BEACH, S. C., Air Conditioning Sup 
NASHVILLE, Central Air Conditioning 
Reynolds Aluminum Sunny ©. 
NEWARK, N. J., Eastern Steam Specialty C 
NEW ORLEANS, Eagie Asbestos & Packing Co. 


Heating Co. 


Solar Suppl 


NEW YORK, Eastern Steam 1 aity Co. 
NORFOLK, Va., Automatic i eaice Sales Co. 
OKLAHOMA CITY Ball Dist. & 

OMAHA, Cardinal Supply & M 
ODESSA, Tex., Morrison supple Co. 


— Co. 


Western Chemical & Supply, Inc. 


ORANGE, Conn., insulation Supply Co. 
PASSAIC, WN. J., Ral Supply Co. 
PHILADELPHIA, John F. Scanian, Inc. 


PHOENIX, Kircher Asbestos & Rubber Co. 


PITTSBURGH, 


Dravo Corp. 


RALEIGH, N. C., Reynolds Aluminum Supply Co. 


ROCHESTER, N. Y., 
ROCKFORD, Iii., Mott Brothers Co. 
SALT LAKE CITY, Ceslough Ae Asbestos Supply Co. 
SAN ANTONIO, The Brac 

SAN DIEGO, Western Fibrous Glass 
SAN FRANCISCO, Western Fibrous Glass Products Co. 
SAVANNAH, Ga., Reynolds Aluminum Supply Co. 
SEATTLE, Western 


RICHMOND, Va., Automatic Equip. Sales Co., Inc. 


Reynolds Aluminum Supply Co. 
ochester Oil Burner Company 


en Compan 
roducts Co. 


ibrous Glass Products 


SHREVEPORT, La., Frith Sales Co. 
SOUTH BEND, Place & Co. 


ST. LOUIS, 


Hollander & Co. 
$T. PAUL, Minn., Asbestos 1. a inc. 


SULLIVAN i. Lewile David, inc. 
SYRACUSE, N. . Burnett Process, Inc. 


TALLAHASSEE, Baker's, Inc. 

TAMPA, Eagle Roofing & Art Metal Works, Inc. 
TULSA, Okla., 
VANCOUVER, B. C., Fieck Brothers Limited 
WASHINGTON, D. C., 
WINSTON-SALEM, N. C., Air Conditioning Supply 


Ball Distributing & Engr. Co. 


Waiter E. Campbell Co. 
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G-E’s ‘Pigeon Sweepstakes’ -- 


(Concluded from Page 1, Col. 3) 
eral Electric ‘Whole-House’ air 


conditioner or ‘Weathertron’ 
during the campaign. 
“Dealers’ present satisfied 


customers who are already en- 
joying year-round air condi- 
tioning by General Electric can 
earn attractive premium awards 
by giving them leads which re- 
sult in sales.” 

At an employe meeting at the 
Tyler plant, officially launching 
the campaign, Joe Heffernan, 
manager of advertising and 
sales planning, asserted: 

“There’s no need for this to 
be a rush business through July 
and then die on its feet from 
August on. This promotion is 
designed to even out the ups 
and downs .. . and make air 
conditioning a truly year-round 
business.” 

In addition to the incentives 


to sell and buy central air con- 
ditioning, G-E has ready a new 
“Bell Ringer” campaign to boost 
furnace sales. 

“This direct mail campaign 
consists of three mailings, all 
carrying the dealer’s imprint 
and featuring reply cards re- 
turnable to him,” it was ex- 
plained. 

“Each mailing makes an 
offer. One offers an efficiency 
check of the homeowner’s pres- 
ent heating equipment. (This 
puts the dealer inside the home 
at the prospect’s request.) 
“Another mailing offers a new 
booklet of helpful heating infor- 
mation to people whose furnaces 
are more than 5 years old. (Re- 
questing this automatically 
identifies a prospect as one 
whose equipment may need re- 
placing. ) 

“The third mailing offers a 


Air Conditioning, Heating & Refrigeration 


ABOVE: Tom Sproule, G-E manager of manufacturing, helps Helen 

Pratt, ‘Miss Tyler,” and her attend load pig aboard the 

chartered plane for the flight to Dallas. From Dallas, the pigeons 

were dispatched by air to G-E distributors across the nation in connection with 
the “Pigeon Sweepstakes” race, which will be run (?) in October. 


RIGHT: C. B. Ramsdell, manager of marketing, assisted by Helen Pratt, ‘Miss Tyler,” 
presents a bouquet of Tyler Roses to Mrs. Stratham Ricks, mother of Bill Ricks (left), 
who won the TV set in the foreground in the city-wide children's contest. 


Series 275 with time-delay switch . . . 
operates on difference between oil 
pressure line and 


STO be slow pickup 


or low oil pressure from 
crippling pressure-lubricated 
refrigeration compressors! 


Even the best refrigeration compressors can be 


attacked by the “destructive pair”...slow pickup of 


oil pressure at the start of a cycle or low 


oil pressure during the running cycle. When it 


occurs...seals and bearings are in danger! 


To prevent such damage and loss of operating time, 


install the Penn 275 control. Then, any time 


subnormal 


crankcase pressure. 


Ask your wholesaler! 


oil pressure develops, this control 


automatically stops compressor from operating 
beyond the predetermined safe period. For 


complete information... 


* 


SLOW 
PICKUP 


PENN CONTROLS, VNC. ase, nin 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 


News, July 27, 1959 


choice of the efficiency check or 
booklet.” 
The entire Late Summer/ 


Early Fall promotion was 
launched in Tyler in June, with 
a teaser campaign and plant- 


»wide contest for a sales slogan 


beginning with the letters LS/ 
EF. 

The employe coming up with 
the best slogan using these 
letters was awarded a one-week 
vacation at Lake Texoma Lodge. 

A city-wide Tyler contest of- 
fered a TV set to the boy or girl 
writing the four best reasons, 
starting with the letters LS/EF, 
why their Mom and Dad would 
enjoy year-round air condition- 
ing. 

While a band played and the 
plant was buzzed by low-flying 
planes, the LS/EF campaign 
was Officially started on July 10, 
at a mass meeting of all em- 
ployes, held on the plant lawn. 
Award winners were announced 
at this meeting. 

The climax of the hour-long 
program came as 70 pigeons 
were loaded and dispatched to 
the Tyler Airport for shipment 
to G-E distributors all over the 
country. 

These pigeons will be cared 
for by the distributors and 
then returned to Tyler at the 
end of the LS/EF campaign for 
entry in the actual Pigeon 
Sweepstakes. Every G-E dealer 
who sells his quota will have a 
pigeon entered in the big race 
for an interest in mineral 
rights in Texas. 

The campaign will be sup- 
ported by national magazine ad- 
vertising, radio and TV spots, 
and other promotional material. 
A comprehensive package of 
sales aids is available to G-E 
dealers and distributors. 


Temperatures To Top 


Normal In West and 
New England States 


WASHINGTON, D. C. — 
“Above normal’ temperatures 
for all of the area west of the 
Continental Divide and parts of 
the New England states, “below 
normal” temperatures for much 
of the Midwest and part of the 
South, and “near normal” tem- 
peratures for the Middle Atlan- 
tic and Appalachian areas, and 
parts of the Plains States. 

That’s the U. S. Weather 
Bureau’s 30-day weather out- 
look for the period through mid- 
August. “Much above” normal 
temperatures are predicted for 
all the Pacific coastal area, some 
of New England, and parts of 
the Northern Plains states. 
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BEFORE YOU BUY, THINK: 


Will your air-cooled condensers clog up fast? 


Not if they’re H&M condensers with wide fin spacing 


All Halstead & Mitchell air-cooled condensers and finned coils come 
with fins spaced wide to prevent clogging. Their exclusive Turbu- 
Flo fin design keeps your maintenance costs down, and improves 
heat transfer up to 15%. 

H&M’s fins are streamlined, embossed to bring about better air 
“wash.” Since turbulence decreases resistance to heat flow through 
the air film, heat exchange is greater. 


Finned coils come in a wide range of types and sizes: standard and 
non-freeze steam coils; direct expansion coils with pressure-type 
distributors; chilled or hot water coils. All Halstead & Mitchell coils 
are available from 1 to 8 rows deep, with finned heights of 12 to 36 
inches, in lengths up to 10 feet. 


You can order H&M air-cooled condensers in capacities of 3 to 100 
tons. Be sure to specify H&M finned products from your local dis- 
tributor. Halstead & Mitchell, Bessemer Building, Pittsburgh 22, Pa. 


Finned Coil Products + Air-Cooled Condensers » Water-Cooled Condensers + Cooling Towers 


H&M AIR-COOLED 
CONDENSER WITH 
WIDE FIN SPACING 


Ml 


C:) 


Halate, 


‘s Mitchell 
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Los Angeles Women Upgrading Heating In Detroit -- 


Prefer Forced Air 
Heat, Low Registers 


LOS ANGELES — A prefer- 
ence for forced air heat was ex- 
pressed by young housewives 
attending a Family Housing 
Conference here sponsored by 
Look Magazine and the Larwin 
Co., local builder. 

The Los Angeles area women 
considered floor furnaces and 
wall heaters, widely used in this 
area, unsatisfactory. They also 
complained that, with forced air 
systems, the custom of placing 
the outlets high on the wall 
gave poor distribution of heat 
at floor level. 

Some wanted forced air heat- 
ing that could be converted 
readily to air conditioning in 
summer. 


Most prospects need their cash reserves and 
usual lines of credit for current operation. 
Make it easier for them to sign on the dotted 


(Continued from Page 1) 
heating contractor and asked 
that corrections be made. 

Later, the team followed up to 
see that something was actually 
done to improve the work. If 
the contractor and builder were 
slow to act, code violations were 
pointed out to building inspec- 
tors and to FHA and VA offi- 
cials. 

To date, Asher declared, every 
complaint has been corrected 
though it took the threat of 
withholding future FHA funds 
from one builder to get action. 

In making their inspections, 
the BHCB team took colored 
photographs of sub-standard 
installations. These photographs 
have proved to be a very effec- 
tive weapon in getting correc- 
tive action. 

During the past few months, 
these slides were shown to 


groups of heating contractors, 
to building inspectors, and to 
FHA and VA officials. 

Contractors laughed at first 
to see the “ridiculously inept”’ 
work done by competitors. But 
the laughter turned to grim 
comments as they realized the 
effect that such practices were 
having on their own relations 
with the public. 

Local inspectors were amused, 
too. Then they became chagrined 
to realize that such work was 
going into their communities. 
Finally, they were enlightened 
as bureau officials showed them 
how to recognize a sub-standard 
installation when they saw one. 

This was particularly helpful 
to small community one-man in- 
spection departments who may 
be called upon to check not only 
heating installations but every- 

(Concluded on vircath 7, Col. 2) 


line by including financing arrangements. 


COMMERCIAL CREDIT’sS Refrigeration Plan has 
become an essential part of the proposal of 
so many refrigeration and air conditioning 


companies. 


COMMERCIAL CREDIT’s Refrigeration Plan is 
tested by time and experience in handling the 
financing for thousands of commercial installa- 


tions. Let us show you how COMMERCIAL 


CREDIT’s experience and know-how can save 
. and help you 
close sales with less delay. Telephone the 
nearest COMMERCIAL CREDIT office or write 
COMMERCIAL CREDIT CORPORATION, 300 St. 
Paul Place, Baltimore 2, Md. 


you time and money.. 


[=9) 


Don’t omit 
the essential 
ingredient 

in selling... 


COMPLETE YOUR PROPOSAL 
WITH FINANCING ON THE 


COMMERCIAL 
CREDIT PLAN 


ANOTHER SERVICE OFFERED BY AFFILIATES OF 
COMMERCIAL CREDIT CORPORATION 
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They Heat Fine During the Summer! 


Installations such as these make it tough for the conscien- 
tious warm air heating contractor to sell his work to a hostile 
public, burned but not heated in their contacts with the trade. 

Why are such installations made? 

The untrained ‘jack-leg’’ may not know any better. The 
more experienced man may know better but is cutting corners 
and doing a slap-dash job to rescue a little profit out of a low 
price. Or, knowing that the job will never face an inspection 
from local authorities, he relaxes the standards he maintains in 
other communities where a knowledgeable inspector would call 
him to account. 

But, from whatever the cause, the Better Heating and 
Cooling Bureau in Detroit is out to eliminate such sub-standard 
work in the interests of the entire heating industry. All the 
faults exposed here—actual recent installations in homes in the 
Detroit area—have been corrected, thanks to BHCB promptings, 
reports George Asher, executive secretary, proving that some- 
thing can be done when the effort is made. 


WHAT'S RIGHT WITH this picture might be a good question. 


The flat rectangular 

duct, only 3 in. deep, is the woefully inadequate return air to this attic-mounted 

The attic isn't insulated, and neither are the ducts. The supply air pipe 

in the foreground is mounted up against the controls so that it is practically im- 
possible to get to them. 


furnace. 


HEH, HEH, HOT 
WEATHER COMING, 
GOT ANY IDEAS, ACID? 


SURE HAVE, WATER! YOU 
GET IN THEIR AIR CONDITIONING 
SYSTEMS AND THEN I'LL GO 
TO WORK, RIGHT SLUDGE? 


se BETWEEN THE THREE 


OF US WE CAN MAKE SURE 
THERE ISN’'T A REFRIGERATION 
UNIT OR AIR CONDITIONER 
WORKING, ALL SUMMER. 

SERVICEMEN CAN'T 
GET US OUT! 


CURSES! FOILED AGAIN. 
HERE COME THOSE LITTLE 
TMC FILTER-DRIERS — 
WE DON’T HAVE A CHANCE 
WITH THEM ON THE 


RIGHT! WATER, ACID AND 
SLUDGE DON’T STAND A CHANCE 
SINCE ENGINEERS AND SERVICEMEN 
STARTED USING TMC FILTER-DRIERS. 


ONE TENTH THE SIZE OF 
OLD STYLE FILTER-DRIERS, 
19 TIMES AS EFFICIENT! 


SCRtanm with 
FLO-CONmTROL 
Barrie 


Take a tip 
from me — 


10 TIMES 
as pre 
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BOOT ON THIS short, curly run cuts right through the 
joists. This not only violates code, it isn't safe, with- 


out reinforcing the joist. 


BUTTING A ROUND duct into a rectangu- 

lar duct then dipping under the joist 

trebled duct resistance unnecessarily in 
this run. 


ALUMALIFT 


install service 
Air Conditioners 
Heating Units 

in transoms 
ceiling suspended 


Total weight only 50 Ibs. 
Will raise unit from 36” to 108” 


No servicing company can afford 
to be without one 


Dealers and Distributors 
write for particulars 
and other models 


A M é LE 157-06 NORTHERN BLVD. 
Flushing, N. Y. 


Thinking of — 


¢ changing territories 


¢ expanding your territory 
¢ taking on new linee— 


Check the 
CLASSIFIED ADS 


Your opportunity may 
be there. 


air duct to the second floor. 


THIS MONSTROSITY found in the basement of one new 


NO FIRESTOP protects wooden flooring from this hot home was actually done in an effort to save money. 
How contractor expected to do it is a mystery. 


(Concluded from Page 6, Col. 3) applications they get each sum- 
thing else city fathers deem it mer and fall, were dismayed to 
necessary to inspect. see this trust violated. 

FHA and VA officials, admit- Just recently, A. S. Marvin, 
ting that they had trusted to chief architect for the Detroit 
the integrity of the builder to FHA office, sent a bulletin to all 
meet their standards so that builders informing them that 


they could process the floor of “heating plans which bear the 


stamp of approval of the Better 
Heating and Cooling Bureau of 
Detroit and contain the (specific 
information required by FHA 
and VA) will be acceptable to 
both the FHA and VA Detroit 
insuring offices.” 


“As a result,’’ Asher noted, 


LOOSE FILL, no vapor barrier, and poor 
wrapping around this supply air pipe 
that will soon be buried in slab, exhibits 
sloppy workmanship and sure customer 
dissatisfaction later. 


“contractors are reporting that 
local inspectors are getting 
tougher in their inspections 
and withholding approval until 
local code provisions are met. 

“We are very encouraged by 
results so far.” 


AIR COOLED 


REFRIGERANT CONDENSERS 


backed by Marley's world of experience 
the field of air cooled heat exchange 


haust air without recirculation; maintains — 

operational stability regardless of wind — 

turbulence of direction; does not affect — 
. ; 


expose 
low sir preasure drop; copper tubed in 
staggered pattern are of small dimension 
and internal volume, requiring minimum 
quantity of refrigerant. 


mechanical equipment; shield out winter — 
winds. Hail guerd (above) and fan guard 
(below) are standard protective equip- 
ment, Large access and inspection pane! 
vanveniantly located. 


unit from corrosion and adds years of 


service life with minimum maeinterance: 
keyed to the overall durability engi- 
neered into all units. 


eae 


re manuareets — ea 
Cncluding ans, bearings and mount: 


$y 

eands of thes< echanical unite have been 
in daily service for years, operating under 
most rigorous conditions 


ae 


ex r . it “y 

re Enerer ewe A 
(Optional) Practicalizes winter opera- 
ticn; operated by built-in automatic con- 
trole that maintain proper head pressure 
im low dry bulb periods; minimires re 
ft) harg¢ simplifies sig 
qd rest 


aw ent Rs 
Bocate IW SOUN Pi 


is achieved by enclosing fan and me- 
chanical equipment; casing confines 
sound; angled coll sections act as sound 


ke fogical method of obtaining most 
efficient air-flow; fan moves deme un- 
hested air (more pounds per hordepower 
at high velocity); permits locating Dri- 
Cooler in confined areas ot behind con- 
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Inside Dore| 


(Concluded from Page 1, Col. 1) 
relative to your dog. My wife 
and I read the item with great 
interest, and we sympathize 
with you in your loss. 

If your interest runs to Nor- 
wegian Elkhounds, we would be 
glad to let you have a pup at 
no cost. 

JOHN H. PRENTISS 


Research Products Corp. 
Madison, Wisconsin 
Editor: 

Your beautifully written re- 
port concerning your dying dog 
was a most moving thing. I 
would like to extend my sincere 
sympathy to you as a fellow dog 
lover. 

JOHN G. SCHUTZ 


Worthington Corp. 

North Arlington, New Jersey 
Editor: 

Read your “Inside Dope” with 
much sadness today. I share 
your lonesome feeling on the 
loss of Pierre, having lost a 
much loved canine friend myself. 

Though for you there will 
never be another hambone 
clown like ‘“Pierre-the-Bear,” 
your article conveys your ca- 
pacity to love. I hope, someday 
soon, another little lucky pup 
comes your way who catches 
your eye ... and your heart. 

ELEANORE C. MURPHY 


(By coincidence, an emotivat- 
ing “dog letter” came from still 
another Worthington Corp. 
executive secretary. This one 
tells a remarkable story.) 


Worthington Corp. 
Park Ridge, Illinois 
Editor: 
As the Secretary to Mr. R. O. 


Gundlach, manager of the AC&R 
Midwest Zone for Worthington 
Corp., I always read your “In- 
side Dope’ column every week. 
As the National President of the 
Daughters of Spanish War Vet- 
erans, and toastmistress of many 
dinners, banquets, etc., I have 
used many of your jokes and 
stories which audiences appreci- 
ated very much. 

Wherever doggies are con- 
cerned, we are always interested. 
You never quite seem to get 
over an accident to a devoted 
pal. 

Four years after my dog was 
killed I had just finished clean- 
ing up the house. The two chil- 
dren were already in bed up- 
stairs. My husband was in the 
kitchen when all of a sudden I 
noticed him walk through the 
bedroom into the hall, saying, 
“Queen is walking in front of 
me and wants me to follow her.” 

I could not understand him. I 


knew that our Queen was dead. 


For the Finest in Air Conditioning, 
See the man who 
represents 


RECOLD 


Mode! No. MZH-580 
34,000 CFM 


Recold's Multizone 
The Versatile Unit 


* Wide range of capacities... from 1500 CFM to 34,000 CFM. 


* Available with vertical or horizontal discharge. 
* Available with vertical or horizontal air intake. 
* Large plenum chamber with air diffusers for best air distribution 


over cooling coil. 


* Angle iron frame for rugged duty. 
* Large slow speed blowers for quietness. 
* Available with backward curved wheels, 


For application in varied installations including: 


Medical Suites 
Office Buildings 
Night Clubs 
Insurance Buildings 
Private Club Rooms 


Hotels 
Churches 
Factories 


Department Stores 


Schools 
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He continued to walk “behind 
her’ into the living room. Then 
he dashed downstairs. He yelled 
that the basement was afire. 

After the fire was put out, my 
husband said that if it had not 
been for the ghost of our dead 
Queenie, we never would have 
known what happened to us. 
He said that “she” led him 
to the living room, and he felt 
the heat on the floor. After he 
started to run, he said, Queenie 
vanished. 

My husband was never one to 
believe in anything like that, 
but after this experience, he 
does now. 

My reason for writing to you 
is to say that perhaps your 
doggie was so devoted to you 
that he probably is with you 
even when you don’t see him. 
Perhaps in some kind of emer- 
gency, he will pop out in front 
of you, and let you know that 
he will always be with you. 
EVELYN GILL 


RECOLD 7250 East Slauson Avenue, Los Angeles 22, California 


Complete line of Air Conditioning Coils, Evaporative Condensers and Air Handling Units. 


How To Sell Anything 


“I can sell anything if it 
works,” declares a neighbor of 
ours, who sold 989 automobiles 
last year to win a national 
championship. 

Richard F. Montanaro, of 
Grosse Pointe, Mich., expects 
to surpass that figure this year. 
In fact, he thinks he might earn 
$20,000 in sales commissions. 

How does he do it? 

“Truth and a smattering of 
psychology,” this Ohio State 
university graduate reveals, ‘“‘are 
a great combination. Never lie 
to a customer about the pay- 
ments he will have to fork up 
every month. 

“Equally important: carefully 
study the prospect, never pre- 
judge a customer, and don’t 
underestimate the power of his 
wife or their teenage children.” 

Fervently Montanaro believes 
that we are returning to an- 


other Era of Personal Sales- 
/ manship. 


This department hopes so. It 
has been long gone. In early 
postwar years all a salesman 
had to do was scribble down a 
customer’s name and address, 
or take a telephone call. (And 
act bored with the whole thing.) 


Then came the return of com- 
petition. “Soft’’ salesmen were 
bewildered, and couldn’t cope 
with it. What happened next? 
Price cutting and discounting. 
Again, no salesmanship. 

Neighbor Montanaro sizes up 
every customer who walks into 
his dealership. He is wary of a 
pipe smoker, for instance. 

“They think too much,” he 
observes. “So I let them sit and 
think. When I sense that they 
are tired of thinking, I move 
over and start to talk. By that 
time they are all thought out 
and ready to listen.” 


Whenever a wife complains 
that the time payments are “too 
much,” Montanaro agrees with 
her, and suggests that she re- 
turn when her husband’s salary 
is raised. 

Mrs. Wife is so surprised and 
“hurt” by this stratagem that 
she tries to figure out, there and 
then, how they can meet the 
payments right away. Usually 
she manages. 


Importance of Service 


Regardless of how battered 
the client’s trade-in may be, 
Montanaro always has a few 
kind words to say about it. 

“That contraption may have 
played an important emotional 
part in their lives,’’ he observes 
sagely, “and the prospect would 
be resentful if you sneered at it.” 

Whenever a prospect mentions 
a competitive make, Montanaro 
agrees that it is a worthy prod- 
uct, and nearly knocks the pros- 
pect off his feet by suggesting 
that they visit a competitor’s 
showroom together. 

Frequent pep talks with serv- 
icemen at his agency, which 
dwell upon the fact that bad 
service sours customers, pay off 
for this salesman. 

His customers are urged to 
tell him when they are coming 
in for repairs. Servicemen then 
are alerted to be on their toes, 
and the customer usually goes 
home happy. 

Good service sells! 

JOHN H. PRENTIss, 
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| Which Is The Best Way To Air Condition a Home? | 


THE QUESTION “which is the best way to air condition a home?” 


‘Weather Control Center’ 


‘Tours of 2 Total 


PITTSBURGH—To “go on a 
tour” of two Total Electric 
Homes, as pictured and describ- 
ed in a recently-published, 44- 
page booklet, is to discover a 
“pattern of ideas’ for improv- 
ing the electrical livability in 
any house regardless of its 
architecture, size, age, price 
class, or location, according to 
Westinghouse Electric Corp. 

The “Book of Ideas for Total 
Electric Living,” published by 
Westinghouse, is __ illustrated 
with photographs and sketches, 
all in color, of the typical living 
areas of the home. 

These areas, designated as 


is asked and ‘Centers,’ are: Entertainment 


answered by this display recently unveiled at the National Housing Center, Wash- Center, Dining Center, Food 
ington, D. C. Frank Purcell, left, sales manager of pane accord for Carrier Preparation Center, Laundry 


Corp., sponsor of the display, and John ©—————_ 

Dickerman, executive vice president of Re 
the National Association of Home Build- 
ers, view the exhibit. It is composed of 
nine transparent spheres showing typical 
ways of air conditioning new homes. All 


types of construction are represented. 


Guernsey Heads 
Indoor Comfort 


KALAMAZOO, Mich.—At the 
annual meeting of the Kalama- 
zoo Indoor Comfort Bureau, 
new officers were elected for 
the 12-month period running 
from June 1959 to June 1960. 

New president of the first In- 
door Comfort Bureau in the na- 
tion organized to sell and in- 
stall Silver Shield Systems is 
Harold Guernsey. 

Other officers elected are: 
Vice President John Van Dal- 
son, Treasurer W. K. Ahlrich, 
and Secretary Glen Rynbrand. 

Admitted to membership of 
the bureau was Albert Vosburg. 
Elected to the board of directors 
were John DeHann, Albert Vos- 
burgh, Claude Bartholomew, 
and Donald Snyder. 


You can’t “jail” 
rust and s scale... 


But you can stop them with 


MICROMET PLATES 


Easy-to-use, low in cost, one charge 
of Micromet Plates will protect most 
systems against scale and corrosion 
for six months. Recommended by 


leading equipment manu- ge & 
@ 


facturers. Get Micromet 
Plates today from your rate 
Refrigeration Wholesaler. 


CALGON conran 


DIVISION OF HAGAN CHEMICALS & CONTROLS, INC, 


HAGAN BUILDING, PITTSBURGH 3O, PA. 
in Canada Magan Corporation (Canada) Limited, Toronto 


Westinghouse Electric Book Presents 


Electric Homes’ 


and Home Planning Center, 
Sleep Center, Health and Beau- 
ty Center, Children’s Education 
Center, Home Workshop Center, 
Outdoor Living Center, Weather 
Control Center. 

Two concepts of each Center 
are presented: one features ‘“‘the 
ultimate in total electric liv- 
ing’’; the other is ‘a modest in- 
terpretation of what electric liv- 
ing can mean to the homeowner, 
the homemaker, and their fami- 
lies.” Supplementing text and 
illustrations are wiring dia- 
grams. 

“At the Weather Control 
Center, shown in the deluxe 
Total Electric Home concept, it 
is possible to actuate electric 
heating and cooling equipment; 


ae 


Residential Air Conditioning 


to control self-adjusting sun- 
shades and draperies; to de-ice 
the sidewalk and driveway; to 
turn on lawn sprinklers,” the 
company said. “A less deluxe 
Center would consist of an in- 
expensive barometer, thermo- 
stat, hydrometer, and wind- 
scope. 

One chapter of the new book- 
let describes various types of 
electric heating now available, 
including heat pumps. 

The booklet is available for 
25 cents per copy from West- 
inghouse Electric Corp., Box 
1232, Mansfield, Ohio. 


Magnavox Names 
Howard Hibshman 


NEW YORK CITY—Howard 
Hibshman, formerly vice presi- 
dent of sales and distribution 
for O. A. Sutton Corp., has been 
appointed to the newly-created 
post of market development 
manager for Magnavox Co. 


For FINNED 
COPPER TUBE 
Specify READI-FIN«o 


A line of heat transfer tubing made by Readi- 
Fin Mfg. Co., Inc. (a subsidiary of Reading 
Tube Corp., at Reading, Pa.). The extended 
surface is extruded from the tube wall, thus 
eliminating the possibility of fin failures result- 
ing from thermal shock, corrosion and erosion. 
This “‘one-piece"’ (integral) construction pro- 
vides maximum heat transfer efficiency, rugged- 
ness, easy fabrication and freedom from 
fouling. It's available in Water Tube types 
with finned or plain ends and in Condenser 
Tube types with finned, plain or stripped ends, 


For PRECISION COPPER TUBE SSS 
Specify MACKENZIE WALTON 


aa | 


PAWTUCKET, R. |. 


« Famous for Accurate and Fine Finish Tubing 
© Quality Controlled from Start to Finish 


nds sé 
m1 moisture 
& dirt 


° ft. coil 
90 ee carton. 


RED D BRASS 


for © T AREADLESS COPP 


ER PIPE 


COPPER BRASS 


TUBE 


“ah ¢ READING 
m ee TUBE CORPORATION 

7 \S Empire State Building, New York 1, N.Y., Plant: Reading, Pa. 

<@ > 4 Distribution Depots: 

i wa READING, PA. WOODSIDE, 1.1, ¥.Y. PHILADELPHIA, PA. CHICAGO, ILL. CLEVELAND, OHIO 
a A By ATLANTA, GA. 57-17 Northern Blvd. 921 Penn St. 305 W. 3ist St. 4615 Perkins Ave. 
Through “SOs & 690 Murphy Ave. OAKLAND, CALIF. LOS ANGELES, CALIF. DENVER, COLO. HOUSTON, TEXAS 
Wholesalers Gita ttn S.W., Unit 5, Bldg. B 410 Hegenberger Rd. 120 No. Santa Fe Ave. 2845 Walnut St. 1121 Rothwell St. 
Only ® yb hy DALLAS, TEXAS —9000 Sovereign Row, Brook Hollow Industrial District 
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3 Sizes of Moncrief Conversion Burners Announced 4 


@ Three new sizes of Moncrief 
gas conversion burners, providing 
a range of capacities from 50,000 
to 310,000 B.t.u.h. input, were an- 
nounced recently by Henry Fur- 
nace Co., Dept. AH&RN, Medina, 
Ohio. 

The new Moncrief conversion 
burners are approved by A.G.A. 
for 50,000 to 145,000, 50,000 to 
210,000, and 100,000 to 310,000 
B.t.u.h. input with natural, manu- 
factured, or mixed gas. With 


est and largest sizes are rated 
for 50,000 to 145,000 and 100,000 
to 270,000 B.t.u.h. input, respec- 
tively. 

A new design of burner support 
permits removal of the cast iron 
burner head and tube assembly 
and the pilot assembly, without 
disturbing the gas manifold. The 
secondary air shutter is designed 
in the form of a half-circle for 
maximum opening, with ready 
control of draft and combustion 
air. 

A wide stainless steel flame 
spreader provides complete disper- 
sion of the heating flame, accord- 
ing to the manufacturer. 

The burners extend only a short 
distance from the furnace or boiler 
in which they are installed. The 
restyled cabinet has a rigid base 
of 14-gauge steel with adjustable 
mounting and leveling legs. Round- 
ed duct cover is finished in char- 
coal gray baked enamel. 

Controls are the pilot-generating 


Frigidaire Introduces 
’60 Laundry Equipment 


@ New 1960 washers and dry- 
ers, which will “launder anything 
from delicate, filmy lingerie to 
diapers or heavy work clothes 
automatically,” are being intro- 
duced by Frigidaire Div., General 
Motors Corp., Dept. AH&RN, Day- 
ton 1, 

All new vented dryers in the 
line feature a new drying system 
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with a full sweep of radiant heat 
which provides more _ efficient, 


[) faster, and more uniform drying 


than ever before, 
said. 

There are seven new washers 
and five new dryers in the line. 
A wash-and-wear cycle is a fea- 
ture that has been incorporated 
into all new models. 

Suggested retail prices are: 

Automatic washers: WS-66, $199.95; 
WD-60, $249.95; *WCD-60, $299.95; 
*WCDR-60, $324.95; *WI-60, $359.95; 
*WCI-60, $399.95; *WCIR-60, $424.95. 


the company 


Automatic dryers: DS-60, $139.95; 
DD-60, $189.95; *DCD-60, $229.95; 
*DI-60, $269.95; *DCI-60, $329.95. 


*Available in Mayfair Pink, Sunny 
Yellow, Turquoise, Charcoal Gray, or 
Aztec Copper at prices shown, 


Want More Details? 


ADDITIONAL details on 
products that are described 
on these pages may be ob- 
tained by writing the manu- 
facturer at the address given 
in each What’s New story. 

Tell him: “AHERN sent 
me | a 
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BASIC MODEL 
BEASONMAKER ¥ 
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SEASONMAKERS... 


These McQuay thin-line design Seasonmaker individual room air condi- 
tioning units are only 84 inches thin and 25 inches high or deep, and offer you more 
compact, modern styling, requiring a minimum of installation space. 

There are four models—each in five sizes, 220, 330, 440, 520 and 640 cfm. 
The four smaller sizes are equipped with 1050 rpm motors, while the largest has 1500 
rpm. Hand-of-coil connections are easily reversed in the field. Filters are change- 
able without removing decorative panels. 

All McQuay Seasonmakers are ultra-quiet in operation and furnish 
individual room comfort at any desired temperature level. They are quick and easy 
to install and service, and ideal for multi-room buildings such as hotels, motels, 
schools, hospitals, offices and residences. Call the McQuay representative in or near 
your city for complete information about these new thin-line design Seasonmakers, 
or write McQuay, Inc., 1607 Broadway Street N. E., Minneapolis 13, Minnesota. 


INC, 


FLOOR MODEL 
SEASONMAKER 
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Pocket Thermometer 
Claims Accuracy 


@ A pocket testing thermometer 
guaranteed accurate within % to 
1% around the entire dial range 
is introduced by Tel-Tru Mfg. Co., 
Dept. AH&RN, 408 St. Paul St., 
Rochester 3, N. Y. 

The Tel-Tru' thermometer is 
available in four standard Fahren- 
heit ranges and two Centigrade 
ranges. It is made entirely of 
18-8 stainless steel and is supplied 
with a hard rubber pocket carry- 
ing case. Dial is protected by a 
Lucite unbreakable crystal. 

Dial diameter is 1 in., stem 
length 5 in., and stem diameter 
.15 in. Other special dial ranges 
and stem lengths are available. 


Flake King Produces 
550 Lbs. per Day 


@ With field testing completed, 
the La Crosse Cooler Co. has 
started production on its “Flake 
King” automatic ice machine. The 
augur type production system will 
produce about 550 Ibs. of hard, dry 
ice per day. 

Two insulated, stainless steel 
storage bins are available; one 24 
in. wide holds about 280 lbs. of 
ice and the other, 36 in. wide, 
holds about 470 lbs. Complete unit 
stands 70 in. high and is 28 in. 
deep. Exterior finish is gray 
baked enamel with chrome trim. 

Further details may be obtained 
from La Crosse Cooler Co., Dept. 
AHERN, 2809 Losey Blvd., S., La 
Crosse, Wis. 


SEND FOR REPRINTS 
“ELECTRICAL CHARACTERISTICS OF 
PACKAGED AIR CONDITIONING 
UNITS." 

Only 25¢ each. 

For your copy, clip this ad and mail 
with name and address to: Air Condi- 
tioning, Heating & Refrigeration News. 
450 W. Fort, Detroit 26, Mich. 
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Counterflow Cooling 
Coils Introduced 


@ New counterflow cooling coils, 


designed for installation beneath 


a counterflow forced air furnace, 
have been announced by The C. A. 
Olsen Mfg. Co., Dept. AH&RN, 
Elyria, Ohio. 

Ratings of the coils, when in- 
stalled in conjunction with a 3 or 
5-hp. Luxaire air-cooled condens- 
ing unit, are 36,000 and 56,500 
B.t.u.h., respectively. These rat- 
ings were determined under stand- 
ard testing conditions of 80° F. 
d.b., 67° F. w.b., and 95° F. out- 
door air temperature. They are 
gross ratings from which heat 
generated by the furnace blower 
motor should be deducted. 

The new coils consist of a flat 
evaporator coil mounted horizon- 
tally and at a slight angle on a 
heavy steel frame. Suspended be- 
neath the coil are a series of zinc 
coated drainrze trays which cap- 
ture the condensate water and 
carry it to a built-in drain pan. 

An accessory, enameled cabinet 
provides slide-in installation for 
the Luxaire counterflow coils. 
Constructed of 16-gauge steel and 
fully insulated, this cabinet pro- 
vides rigid support for the coun- 
terflow furnace under which it is 
located. When the furnace is in- 
stalled without the cooling coil, 
this cabinet provides for the later 
addition of cooling at a substantial 


saving. 


fe 


Don’t remove scale the hard 
(and dangerous) way... 


use caLgon’ 
SCALE REMOVER— 
SAFE, FAST, EASY- 


10 US To do an effi- 

” cient job safe- sa 
ly, use Calgon Scale Remover. [== 
Contains corrosion inhibitors, 
wetting agent, anti-foam and pH 


color indicator. Get it from your 
Refrigeration Wholesaler today. 


CALGON comeany 


CIVISION OF HAGAN CHEMICALS & CONTROLS. INC. 


HAGAN BUILDING, PITTSBURGH 3O, PA. 
in Canada: Hagan Corporation (Canada) Limited, Toronto 


Nor-Lake Chest Freezer 
Available In 2 Sizes 


@ A chest freezer in 17 and 
22-cu. ft. capacities has been added 
to its line by Nor-Lake, Inc., Dept. 
AH&RN, Hudson, Wis. 

Based on heavy steel frame, the 
square-cornered chest is coated 
with white baked enamel, insulated 
with Fiberglas, and lined with 
aluminum. It has_ sharp-freeze 
compartment and two _ storage 
baskets. Keyed lock and toe re- 
cess are other features. 

Lid is counterbalanced to hold 
open at 77° angle. White plastic 
inner door panel doubles as light 
magnifier to improve interior 
illumination. 

Both models are 27% in. deep 
and 36 in. high. Smaller model is 
60 in. long, holds 578 lbs. of food, 
and has 4-hp. compressor. Larger 
model is 74 in. long, holds 742 lbs. 
of food, and has 14-hp. compressor. 


Offers 6 Models of 
‘Ali-In-One’ Dispenser 


@ An “All-In-One” refrigerated 
drink dispenser available in six 
different models has been intro- 
duced by Freez King Corp., Dept. 
AHERN, 2518 W. Montrose Ave., 
Chicago 18. 

The unit can dispense four car- 
bonated or non-carbonated soft 
drinks, or a combination of both, 
plus jet and coarse stream car- 
bonated water or ice water, with 
optional water station and chipped 
ice pan. 

Refrigerated compartment con- 
tains flash cooler, four 2-gal. 
syrup tanks, and carbonator. Ca- 
pacity of dispenser is 15 to 18 gals. 
per hour with water intake at 
80° F. and output at 40° F 


Evaporators Mount Over 
Or Below Furnace 


@ Residential evaporators equip- 
ped with two drain pans for 
mounting either in the “A” posi- 
tion above a furnace or in the 
“Vv” position below a counterflow 
furnace, are announced by Bohn 
Aluminum & Brass Corp., Betz 
Div., Dept. AH&RN, Danville, Tl. 

Cabinets are heavy-gauge bond- 
erized steel finished in grey ham- 
mertone enamel and _ insulated 
with vinyl-coated glass fiber. They 
feature large access panel, knock- 
outs at four locations for flexi- 
bility in bringing out lines, and 
ample room inside for the expan- 
sion valve. 


The new series, designated as the 
BAY, includes five models ranging 
in capacity from 24,800 to 89,000 
B.t.u.h. 


rm, 


Adjustable Pipe Hanger 
Handles Many Sizes 


@ New units in its ‘“Auto-Grip” 
universal adjustable pipe hanger 
ring line, for pipe sizes from 4 to 
8 in. inclusive, have been an- 
nounced by “Automatic” Sprinkler 
Corp. of America, Dept. AH&RN, 
Youngstown 1, Ohio. The line now 
covers pipe sizes from % through 
8 in. 

The Auto-Grip design permits 
use of this single type of hanger 
in most applications in place of a 
variety of other types of hanger 
rings. 

The universal design for large 
pipe sizes consists of a hinged 
metal band and a captive locking 
insert for attachment to a threaded 
hanger rod. 

Squeezing the ring releases one 
end of the band from the insert. 
Open the band, slip it over the 
pipe, and relock the end of the 
band to the insert. No tools are 
required. The insert is self-locking 
by spring action reinforced by the 
weight of the pipe. 

The insert includes a counter- 
bored section which prevents 
cross-threading on the hanger rod. 
The 
pivot through 2% in. from verti- 
cal, to relieve expansion pressures 
on hanger rod. 


Pencil Marks Fine or Heavy on Most Any Surface 


@ A new, all-purpose marking 
pencil, that makes both fine and 
heavy notations and can be used 
on practically any type of surface, 
has been introduced by J. S. 
Staedtler, Inc., Dept. AH&RN, 113 
DiGrolis Ct., Hackensack, N. J., 
importer of the famous “Mars” 
line of pencils. 

Called the ‘“Mars-Omnichrom,” 
this new marking pencil is as slim 


as the ordinary lead writing 
pencil. 

With it, fine notations can be 
made on glazed or glossy surfaces. 
When the point is worn, it can be 
sharpened in an ordinary pencil 
sharpener. 

The pencil is available with red, 
blue, green, yellow, brown, white, 
or black lead. Markings can be 


removed with a damp cloth. 


insert allows the ring to)! 
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Mortite Caulking Cord 
Mortite Caulking ing Gum 


J. W. Mortell Co. 


549 Burch St., Kankakee, Ill. 


O.K.! Send me full information about the complete line of 
E Mortell refrigeration products. 


fs i'ma (© Jobber [© Dealer [7] Serviceman 
’ NAME. 

: AODRESS. 

g CITY. STATE 


: 


VIKING 


COPPER TUBE COMPANY 
PRECISION DRAWN SEAMLESS COPPER TUBE 


¢ CLEVELAND 12, OHIO 
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Courageous Decision Created 
An Important Big Business 


BANKERS often can make or break a 
new business. Or keep it stillborn. The 
inventor with a new idea usually needs a 
line of credit before he can establish an 
operation. If the idea doesn’t seem sound 
to a financier, nothing happens. 

Same situation holds true for big corpo- 
rations. 

Take chain supermarkets. They wouldn’t 
be here today if one finance company hadn’t 
placed big bets on their success. 

Outside of the realty and the shell, a 
supermarket’s largest investment is_ its 
refrigeration equipment. 

Banks wouldn’t touch the stuff in the 
beginning. Still don’t, as a matter of fact. 

But somebody at the Commercial Credit 
Corp. made the Big Decision to assume that 
RISK on refrigeration equipment for super- 
markets and shopping centers. 


Thus was born a big business which has 
altered the habits and living standards of 
all America. (And the supermarket idea 
now is beginning to catch on in Europe, too.) 


Since 1936 Commercial Credit has in- 
vested more than 25 million dollars in 
commercial refrigeration fixtures, and has 
enjoyed a loss record of less than one- 
quarter of one percent in all that time on 
all that money. 

The above figures, incidentally, were 
supplied to us by a leading refrigeration 
manufacturer. 

This editorial will come as a complete 


surprise to Carl Zink and our other friends § 


at Commercial Credit. 


We hope they appreciate it, because both 
the commercial refrigeration and supermar- 
ket people appreciate them and their initial 
courage. 


Service to the Fore 


(Or Back to the Wilderness) 


SERVICE is the key to our future, avers 
Robert P. Lewis, director of consumer 
relations for Whirlpool Corp. of St. Joseph, 
Mich. 

“Excessive, incompetent, and expensive 
service endangers the future of our entire 
industry,” he adds. 

Biggest problem in our business is. 
acceptance of service problems as a major 
factor of our business lives. 

We must be willing to face up to them 
in a straightforward and positive manner. 

Lewis enumerates four actions that 
would help improve consumer-appreciated 
service at all levels of activity: 

1. “At the manufacturer’s level let’s 
develop a sincere and honest desire for a 


quality product, easily maintained, and 
approaching lifetime reliability. 

2. “Let’s design that product for the 
user and not just for the market place. 

3. “Let’s upgrade the serviceman, let’s 
improve his training, and let’s make genuine 
repair parts readily available to him. 

4. “Industry associations might develop 
an anonymous reporting system on product 
reliability in order that minimum standards 
may be maintained on service incidence and 
industry reputation protected.” 

Good ideas, these. 

We'll either go forward or backward on 
the strength or weaknesses of the SERVICE 
we provide to the people who buy and use 
the products we purvey. 


Handy Way to Subscribe 


To See the Industry In Action 
EVERY WEEK 


Keep up-to-date on what's going on in your 
industry, You'll see action weekly in AIR CONDI- 
TIONING, HEATING & REFRIGERATION NEWS. 
Covers latest news and gives you top how-to-do-it 
reports on residential, commercial, and industrial 
alr conditioning, heating, and refrigeration for 
contractors, dealers, consulting engineers, distribu- 
tors, servicemen, and manufacturers, Read the 
industry's only newspaper every week—you'll profit 
by it—only $6.00 per year, 52 issues (U.S, and 
Canada). Foreign: $10.00 per year. 
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“| have always felt that wh 


atever the Divine Providence 


permitted to occur | was not too proud to report. The people 
are not served by pussyfooting, or by that sort of journalism 
in which nobody will ask who is the editor of a paper or the 
writer of an article, and nobody will care.""—Charles A. Dana. 


OFF TILE CHEST 


READER THROWS OUT QUESTIONS ON PRICE PROBLEM 


Goni & Carlson, Inc. 
953 Massachusetts Ave. 
Arlington 74, Mass. 
Editor: 

The article in your July 6 
issue by Acme Industries was 
very clear. I now know that this 
problem of price is widespread 
in the industry. 

May I ask why this is so? We 
all know it really shouldn’t be. 
Is salesmanship the answer? 

If I bid on a job with a 
standard product, someone else 
with a same or similar product 
may defeat my bid because he 
buys in larger quantities at 
better discounts and if we are a 
small organization with com- 
paratively low purchasing power 
the profit motive wanes. We 
then cry to the wholesaler who 
in turn wails elsewhere. 

Suppose we have a customer 
who purchases a product (that 
we are entitled to retail) else- 
where at a lower price than we 
can buy it. Does this happen 
with regard to home air condi- 
tioning units? 

Suppose the _ refrigeration 
wholesaler feels that his busi- 
ness is not up to par and sud- 
denly he sells where he other- 
wise would not because there is 
a gap between wholesaling and 
retailing that makes selling to 
this or that non-refrigeration 
outfit O.K. 

If I do not sell ice cream, or 
food, or any other product ex- 
cept refrigeration am I not en- 
titled to buy repair parts at 
better prices than those not en- 
gaged in the refrigeration busi- 
ness? 

Does the local case distribu- 
tor get his fair share of a large 
supermarket sale, or does the 


supermarket buy direct from 
the manufacturer? 

When I walk in on an account 
and he supplies me with refrig- 
erant to put in his machine and 
I can’t refuse him because he 
is a good account do I feel 
pleasantly disposed ? 

When another account sup- 
plies me with parts that he 
bought through some guy who 
works for some outfit who got 
it somewhere, can I tell this 


(See additional letters on 
page 15.) 


customer my pleasant opinion 
of the whole business or should 
I continue eating? 

Why do I growl at the whole- 
saler for a lower price? Why 
does the wholesaler feel he is 
losing ground, when discount 
houses strangle him pricewise 
and who sells to the discount 
houses ? 

Do you think that bringing 
back the fair trade laws would 
help our industry? Who would 
enforce them? 

WE HAVE TO TALK PRICE 
BECAUSE PRICE IS WHAT 
PEOPLE WANT, AND IN 
ORDER TO LIVE IT WOULD 
SEEM TO BE A REASON- 
ABLE ASSUMPTION TO GIVE 
PEOPLE WHAT THEY WANT 
(in terms of the majority of 
the universe). 

However, if the industry 
wholesaled and retailed only to 
and through the industry we 
might cure the problem. 

We can sell and create the 
demand but the customer with 
demand fever usually buys at 
the lowest price for comparable 
goods. 

GEORGE J. GONI 


————_ 
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Trane Air Conditioning Provides 


Continuous Flow Where Hea 


ne 


AIR FLOW PATTERN on new Trane ‘“Wall-Line" perimeter air conditioners: A. Fans 
Push air through ducts which provide conditioned air along complete exterior wall. ? : 
B. UniTrane air conditioner circulates chilled or hot water which cools or heats air and planning the air condition- 
as if passes over coils. C. One-half inch insulation resists heat or cool air loss and 
acts as a sound deadener. D. After air has circulated in the room, it returns to be 
heated or cooled through air intakes. E. When changing partition arrangement, if a 


partition is placed over the spacer be- © 


tween units, air would recirculate to Uni- 
Trane air conditioner by intake under 
shelves. 
x * x 


LA CROSSE, Wis. — The 
Trane Co. has introduced new 
“Wall-Line” perimeter air condi- 
tioning which “provides a con- 
tinuous flow of cool conditioned 
air along the outside wall where 
most summer heat enters.” 

The unit is said to circulate 
air in a room evenly to eliminate 
“dead” spots. 

New Wall-Line is a “Uni- 
Trane” air conditioning unit 
with preassembled ducts which 
circulate conditioned air along 
exterior walls. 

“Air conditioning effectiveness 
is always the same in the room 
even if interior partitions and 
walls are moved because archi- 
tects or engineers can design a 
system on a B.t.u./hr./ft. and 
c.f.m./ft. basis that will be 
maintained for the whole room,” 
it was stated. 

“Ducts extending air outlets 
along the full perimeter of the 
room also make it possible to 
reduce the number of air condi- 
tioning units with one unit of 
larger capacity and _ provide 
better air circulation. Fewer 
UniTrane air conditioners with 
less electrical and piping hook- 
ups and fewer controls result in 
lower initial cost. 

“New Wall-Line air condition- 
ing can be used in combination 
with a separate duct supply of 
conditioned ventilation air, or 
as an independent air condition- 
ing system. 

“Continuous, matched, op- 
tional shelving and storage cabi- 
nets can be factory assembled 
with the ducts giving architects 
attractive design possibilities.” 

Wall-Line provides year-round 
air conditioning for multiroom 
buildings, such as offices, apart- 
ments, banks, motels, schools, 
and institutions. 


Brochure Covers Large 
Bru Meter Installations 


NEW YORK CITY—New 8- 
page brochure entitled ‘Modern 
Shopping Centers and BTU 
Metering,” which describes large 
installations of Pollux B.t.u. 
meters for billing heating and 
cooling charges from central 
systems in large shopping cen- 
ters, is available from Air Con- 
ditioning Equipment Corp., 219 
E. 44th St. here. 1% 


2 Separate Air Conditioning Systems Will 


ST. LOUIS — Architects and 
air conditioning engineers faced 
an unusual problem when de- 
signing and planning for the 
new Gaylord Music Library at 
Washington university. 

With the library portion of 
the building directly over the 
listening rooms, they had to 
take special precaution in their 
plans to assure soundproof 
rooms. 

Two separate air condition- 
ing systems are planned to pre- 
vent sound transferring from 


_ the lower to upper levels. 


Architects are Eric Smith and 
Robert Entzeroth of St. Louis, 


ing system is the Albert Rich 
Co. with Roy Ash in charge. 
To insure soundproofing, 


CONTROLLING 


SINCE 191 


FLOW 


eae icin aie 


VALVES— Shut-off 


Packless, Packed and Wing Cap Types 


t Enters Prevent Sound Transfer In Music Library 


architects planned a “building 
within a building,” or the isola- 
tion of listening rooms with air 
space, such as corridors, sepa- 
rating them from the remainder 
of the ground floor. A seminar 
room, offices, lavatories, and 
mechanics room will be a part 
of that level of the building. 

An air space also will be left 
between the ceiling of the first 
level and the floor of the second 
level. 

One air conditioning system 
in the new building will handle 
the entire library, stacks, and 
offices on the second floor. This 
system will allow for variable 
temperature control for the 
different zones on the floor, it 
was pointed out. 

During mild weather, such as 


Commercial Air Conditioning 


St. Louis generally has during 
the spring and fall, the system 
will be able to use 100% fresh 
air, which will conserve fuel 
and keep operating costs at a 
minimum. 


The second system in the 
structure will be relegated to 
the music rooms on the ground 
floor. This, too, will include a 
separate temperature control in 
the area. 

An important feature in this 
system is that of noise control. 
Control is of the utmost im- 
portance, so silencers will be in- 
corporated as a means of con- 
trolling the transmission of 
sounds through ducts between 
rooms. 

Groundbreaking ceremonies 
for the $250,000 library were 
held June 23. The structure will 
be built with funds given. by 
Mrs. Clifford W. Gaylord in 
memorial to her husband, Gen- 
eral Gaylord. 


line in the industry. 


Piston and Diaphragm Types 


re D> vaves- Pressure Relief 


MELROSE PARK, ILLINOIS, U.S.A. 


HENRY. 


VALVES—Flow Check 


Spring Loaded and Free Floating Types 


FILTER-DRIERS & Driers 


Sealed and Cartridge Types 


> STRAINERS—All Types 


Sealed and Cleanable 


VALVE 


For Refrigeration, Air Conditioning and Industrial Applications 


OMPANY 


E very product bearing the name Henry carries 
with it complete assurance of on-the-job satisfaction. 
This quality of performance and the confidence it 


inspires have made Henry the most accepted 


CABLE: HEVALCO, MELROSE PARK, ILL. 
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| TECHNICAL CENTER | 


By Frank J. Versagi, Technical Editor 


instroments In Service Work (7 


FIG, 9—Liquid leak detector (I.) and pipefinder (r.) in use. 


Miscellaneous Leak Detectors 


As stated previously in this 
series, there are tools and in- 
struments which the serviceman 
may not find necessary or profit- 


DOES YOUR 
APPLIANCE 
CARRY THIS 


SEAL of QUALITY 


Fe of 
i) —) 
=o. ee 


MECHANICAL INDUSTRIES 
PRODUCTION CO. 


223 Ash Street ° Akron, Ohio 


able to own, but of whose exist- 
ence he should be aware for the 
occasional use he may have of 
them. 

Perhaps a good example of 
this, from the cooling-heating 
man’s viewpoint, is a water leak 
detector—-an instrument de- 
signed to detect leaks of water 
or other liquids in pipelines 
buried beneath soil, pavement, 
cement. Where there is any 
doubt at all about the location 
of such a hidden leak, use of 
such a leak detector can save 
the unnecessary digging up of 
many feet of dirt or concrete. 

While in some cases, the 
waste liquid may rise to the 
surface, the visual evidence may 
be feet or yards away from the 
actual leak. 

In operation, a crystal detec- 
tor element picks up vibrations 
produced by fluid leaks, converts 
them into electrical impulses 
which are amplified and create 
both a meter deflection and an 
audible signal. 

A similar instrument is avail- 
able to locate muried or hidden 
pipe, electrical cable, and con- 


Instruments for the Serviceman? 


YES 

I like your emphasis on the importance of instrumentation 
in service work. To me, well equipped service trucks and 
trained service engineers are major factors in putting the 
industry’s major headache—field service—on a sound, satisfac- 
tory business basis. 

Proper instruments make experts of any good man who 
studies their use and is capable of using them to their fullest 
advantage. Keep up the good work. 


Tom Pendergast, Vice President 
Warranty Service Co. 

St. Louis, Mo. 

NO 

Put instruments in the hands of most servicemen and you 
are only adding to your headaches, not curing them. 

Even though I feel that most servicemen do a better job 
than they are credited with, I know for certain that most of 
them would not know what to do with instruments, would use 
them incorrectly, or—if they used them correctly—interpret 
the results erroneously. 

I recall one serviceman who used a velometer to check air 
across some evaporator coils. His diagnosis: insufficient air— 
even though the air supply was at maximum for the unit. 
The real trouble: not enough refrigerant. 

Another time a fellow was getting crazy readings from a 
thermocouple type thermometer; he had neglected to zero the 
instrument before use. 

We have two (of many) servicemen on our staff who 
exemplify what I mean. One goes around with a hammer and 
a screw driver essentially; the other carries a truck full of 
instruments and tools. The former does just as good a jok 
as the latter. 

I recognize the great need to upgrade the caliber of field 
service, but I don’t think that handing them a bunch of 
instruments is the approach to use. 


B. T., Service Manager 
Company Name Withheld 


J. M. Potts Elected 
Bonney Forge President 


ALLENTOWN, Pa.—J. M. 
Potts was elected president of 
Bonney Forge & Tool Works 
of Allentown, Pa. 
and Alliance, 
Ohio, it was an- 
nounced by J. W. 
McDougal, presi- 
dent of Miller 
| Mfg. Co., the 
} parent company. 

Prior to as- 
suming his new 
duties, Potts 
J. M. Potts served as vice 
president and division manager 
of the Allentown Bonney plant. 


NEWS readers are invited 
to write to the editor giving 
their opinions on any subject 


of interest to the industry. 


duit vents. Operating somewhat ® 
like the mine ween F used dur- M. S. Brislin Opens 
ing World War It, this Pipe Columbus, Miss. Firm 


finder also transmits an audio 
signal when the metal object is 


COLUMBUS, Miss.—M. S. 


located. 

Detectors such as these are 
usually found in _ industrial 
plants where plant engineers 
are responsible for in-plant 
plumbing, pipeline, and electri- 
cal maintenance. 

Typical suppliers of leak de- 
tectors are: Fisher Research 
Laboratory, Inc., 1961 Univer- 
sity Ave., Palo Alto, Calif., and 
General Electric Co., Apparatus 
Sales Div., 1 River Rd., Schenec- 


(“Mickey’’) Brislin, manager of 
the air conditioning and heat- 
ing department of McIntyre 
Plumbing Supplies for the past 
five years, has opened his own 
business, Brislin Air Condition- 
ing & Heating Co., at 1124 Mili- 
tary Road. 

His firm will handle sales, 
service, contracting, and instal- 
lation of air conditioning and 
heating equipment in addition 
to refrigeration equipment and 


tady 5, N. Y. ice machines. 


Space saving | 


~REACH-IN 
PRODUCT COOLERS ) 


for sliding door | | 
and reach-in refrigerators 


New Krack Reflex Design 


CUTS COLD AIR LOSS 


Krack reflex-designed product coolers direct the cold 
air against the back wall of the refrigerator from where 
it is reflected and distributed uniformly to all areas 
within the cabinet. Loss of refrigerated air due to 
—— opening of doors is thereby greatly reduced. 

ou can store more food, because ceiling-mounted 


ante? 


Manufacturers of Freon, Recirculated, 
Flooded or Direct Expansion Ammonia 


KRACK REACH-IN PRODUCT COOLERS occupy 
much less space. Smartly styled embossed aluminum 
housing ® Six models from 110 to 8600 BTU/Hr. 

® Electro tin plated copper tubes ® Permanently 
lubricated motor with over rload protection ® “Knock- 
outs” for ceiling or back wall installation. 


MAIL REFRIGERATION APPLIANCES, Inc., 901 W. Lake St., Chicago 7, Ill. - ;' 
arn a 

EFRIGERATION ff ecco ee = 
APPLIANCES, INC, BULLETIN ees 

RI-259 a 

giving all 
data City Zone. State. 
Heat Transfer Equipment a, 


14 


TAKES 
ROUGH 
TREATMENT! 


v All connections in accordance 
with ARI specifications. 


V Furnished with or without gauges. 


Furnished with or without 
handwheels. 


V Clearview, accurate gauges. 


The Kerotest Refrigeration Test- 
ing Outfit is used for a variety of 
services including: 


Purging air or gas from high side 
of system—charging oil in low 
side—testing low side controls— 
charging liquid gas in high side— 
charging gas into low side—set- 
ting expansion valves—purging 
gas from gauge lines. 

Kerotest Refrigeration Testing 
Outfits withstand severe service 
day after day. Sturdy forged 
brass construction in single or 
double units. Write for full in- 
formation or send for catalog. 


Ask your Kerotest wholesaler for 
Testing Outfits Nos. 5131 and 
6131. 


i al ta 


Sa 


KEROTEST MANUFACTURING CO, 
2502 Liberty Avenue 
Pittsburgh 22, Pa. 
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SEES MANY PROBLEMS MORE ACUTE THAN STATISTICS 


Fedders Corp. 
Maspeth, N. Y. 
Editor: 

I would like to offer comment 
on your editorial, “With Regard 
to Industry Statistics—All Is 
Not Well Along the Potomac” 
as published in the July 13 issue. 

The case of “Industry Statis- 
tics” as stated by you is a fair 
and correct one. Those of us 
who are involved in the day to 
day happenings within our in- 
dustry cannot deny the implica- 
tions and accusations; however, 
I am sure you will agree that 
the problems within this indus- 
try go much deeper than just 
the accumulation of statistics. 

Problems relative to pricing, 
product development, sales and 
merchandising, production, dis- 
tribution, and general good busi- 
ness sense are far more acute 
and challenging. It is true that 
the accumulation and utilization 
of proper statistics will help 
solve some of these problems, 
but certainly statistics is not 
the cure-all. 

The accumulation and use of 
statistics will never replace good 
and hard common sense, dy- 
namic individualism, leadership, 
initiative, and know-how. These 
are the qualities we need. 

Frankly, the fore part of your 
editorial was of more impor- 
tance to me. I refer to that 
portion in which you quote a 
Management Consultant’s opin- 
ion of our industry and the fact 
that more good men are leaving 
as compared to strong men en- 
tering our industry. I am not in 
a position to support or counter 
this contention; however, if it is 
true, then we are in a serious 
situation. We need men in this 
industry who, when properly 
armed with know-how, energy, 
and initiative, will actively for- 
mulate and support sound busi- 
ness programs and decisions. 

How many times during in- 
dustry association meetings have 
we played the role of “yes man” 
or “nice guy” when the time of 
strong decisive action was so 
apparent. In our efforts to 
“please” or to enjoy ourselves at 
industry meetings we overlooked 
the opportunities of decision 
which we had available to us. 

We need a tonic of dynamic 
aggressiveness and application 
in order to make this industry 
all we feel it should be. We 


MIGHT BE ABLE TO DO 
SOME GOOD WITH THIS 


Equitable Equipment Corp. 
Air Conditioning & 
Refrigeration Div. 

New Orleans, La. 
Editor: 

I can use very well about 25 
reprints of your editorial ‘With 
Regard to Industry Statistics— 
All Is Not Well Along the 
Potomac.” 

This is excellent and we may 
be able to do some good with 
it. I certainly hope so. 

Thank you very much for 
writing such an editorial. With 
best regards. 

J. T. KNIGHT, JR., 

Manager, Air Conditioning & 

Refrigeration Div. 


must get excited about its poten- 
tialities. We must become dedi- 
cated to the end result of 
“human comfort” and not just 
look on this industry to make a 
living or a menial profit. 

As one of many who has 
spent his whole working life of 
15 years in the air conditioning 
industry and who expects to 
continue in this industry and see 
it flourish to realize its expected 
potentialities, I feel that no 
problem facing us today is so 
great that it cannot be solved by 
constant and determined effort 
and application. 


T. H. Forp, Asst. to 
Executive Vice Pres. 


ARI SECTION CHAIRMAN SEES NO NEED FOR HIDING 
HEADS IN SAND, PROMISES STATISTICS SUPPORT 


Chrysler Airtemp 
Dayton, Ohio 
Editor: 

Your editorial entitled ‘With 
Regard to Industry Statistics” 
in the July 13 issue of “The 
News” is unquestionably well 
founded. 

Quite frankly, although I’ve 
been an active member of the 
Unitary Section of ARI for 
several years, your statement 
that ARI refuses to publish the 
statistical information which it 
gathers, came to me as a com- 
plete surprise. 

I have long recognized the 
need for better trading area 
figures and as Chairman of the 
Unitary Section this year, it has 
been my intention to see if we 
can’t come up with a method 
whereby we can gather better 
trading area figures. Those we 


gather today are totally inade- 
quate. 

The gathering of trading area 
figures is essential to our future 
in the business because one of 
these years we are going to 
want to know the degree of 
saturation of the industry in 
particular markets and unless 
we start gathering accurate 
figures soon, we’re going to con- 
tinue to fly blind. 


However, the gathering of 
these trading area figures is 
complicated by the fact that 
very few manufacturers have a 
reporting system established 
whereby they can gather infor- 
mation as to what trading areas 
their products finally wind up 
being installed in. To get these 
companies to set up that ma- 
chinery, means asking them to 
spend a considerable amount of 


money, but it had been my in- 
tention to try to sell this deal 
at our next Section meeting. 

At the same time, you may 
be sure that we will review the 
proposition of why we do not 
publish the figures that we do 
gather because I see no reason 
for our hiding our heads in the 
sand. 

If you have other areas in 
mind where you feel that the 
industry is weak and where we 
can improve ourselves, I would 
very much appreciate it if you 
would give me your thoughts in 
this connection. 

SYDNEY ANDERSON, 
General Manager- 
Packaged Products 


For Your Reprint Copy 
“Emergency Diagnosis, Repair of Her- 
metic Unit Electric Components,” by 
John lL. Zant, mail this ad with your 
name and oddress to: Air Condition- 
ing, Heating & Refrigeration News, 
450 W. Fort, Detroit 26, Mich. 

Only 25¢ each. 


New! ... from American-Standard Air Conditioning Division 


Here’s a top-quality, name-brand 
condensing unit-at an unbeatable price! 


Here’s the “hottest” cooling combination on the market: the all-new e 
AC-B Condensing Unit and one of these advanced-design evaporators! 


Here it is—the finest 
condensing unit on the market! 


It’s the all-new AC-B Condensing Unit 
in 2-, 3-, 4- and 5-hp sizes. If you haven’t 
seen the “spec” sheets on this equip- 
ment, be sure to contact your American- 
Standard Air Conditioning Division 
distributor today. 
surprise when you see the prices! For 
example, the suggested dealer price for 
the AC-2B, a 2-hp unit, is only $361.84. 
And this value is typical of the whole 
American Standard line! 


And be ready for a 


NEW AC-B HAS IMPROVED DESIGN 
THROUGHOUT! 


To start with, the AC-B is one of the 
most compact, easy-to-handle units 
made. This fact, plus these really ad- 
vanced design features, gives you a 
solid sales advantage: 


e Controls are sensibly located so you can 
reach them easily. 

e@ Suction and liquid line valves in front 

for simplified servicing. 

High-voltage line current is supplied 

directly to condensing unit. 


There’s an American-Standard evapo- 
rator for every installation—big home, 
small home, any size home (and for 
small commercial jobs, too). Four 
models —RC-V, RC-H, RC-C and 
RC-B—for every furnace and duct- 
work design, and in capacities for 2-, 


3-, 4- and 5-hp installations. All units 
have the added feature of an expansion 
valve with a thermally aged diaphragm 
for longer, more reliable service. Be 
sure you see the new “specification”’ 
sheets—and the new low prices — at 
your distributor now! 


unmatched cooling 
by a Five-Year Warranty! 


ACP—unmatched for price and value! 


It’s been called “‘the most underpriced air 
conditioning unit on the market!” But don’t 
let the price fool you—the ACP is a finely 
engineered quality unit. Just compare these 
features with any other package unit: twin 
compressors give continuous air circulation 
and positive humidity control, with either full- 
or half-capacity cooling automatically con- 
trolled by a thermostat; exclusive heat ex- 
changer cuts refrigerant temperature by an 
extra 20 degrees; powerful condenser fan gives 
. And the ACP is protected 


e Relay control panel has improved- 
design delay-sequence feature. 


e Entire electrical system approved by 
Underwriters’ Laboratories for outdoor 
operation. 


e 4- and 5-hp units have two condenser 
fans and motors for maximum cooling 
efficiency. 

Add to the new AC-B any of the 

American-Standard evaporators, and 

you have the finest cooling system made. 


Amunacan - Standard and Standard® aro tr of 
American Radiator & Standard Sanitary Corporation 


Amenican-Standard 


15 


c : BE RIES Ra CaS See i‘ po ie a Se tts fon ee RR celia : Sen te ed Oe oe - pee eter Oy te ae te Berane oe. 
ay a ue ‘ oT Gh FE ae 
2) las ” , . 2 
i q B ‘ 
i ' 
’ Air Conditioning, Heating & Refrigeration News, July 27, 1959 ; 
if : 
ee 
i - | 
4 a NG eee () Ht : JPR (NOT EB : 
if es Wa [Thm \ faa pes NY A 
Ss — : 
1 
‘oe e 
: ee 4 
oa Be 
| ee 
| 
— 
i - 
1 1 
If a 
—- Ss 
| a . 
f- u 
fF a 
fo -.nicsidcla aS rina a BETTIE verter erence 32 > asa mr 2 = : 
| 5 
+ 
ee | 
7 | 
| 
fi | 
| 
! r a ae . 
f “ f. 
i 
, | = 
= 
| om e 
ae Pn 
: 3 eee ss Se eos a er ’ ee a 
} es Aa relat titan =. ~~» 
| ' ay : ees ee ore ei hae ee , Patt pare F : 
ve - ESS my Bin : 
a ‘ pee — : 
| Ses oe " y Seog Liat : a _ - 
4 : LE epimers, G4, Mit ; 
— De % Ee ete mp gg cis: | ae 
BR. eee ae eee : 
: : Or 2 dgitag dag? gdif 3% es g x iS 
i 2" ae wees Eat rgee eat Gye: Bees, 
; | er dd = pee LE Zz i's 
} i x : ome de ee I ee + Tae ; : 
i Oe a Re ae pgp gE Ua ed 
} eae mee, od ete Doel by x4 : 
| La ee De rege ee ee 
Pritt ney ans we eg 7, Pane 
Se ee “A Cm pitt! ian 
i 2 WOU d ip _ 238 somite congo ir y ges es Fra ON th Ce ‘ 
ot * REE piney : 
i — eee i he 
ids ae Za Fr = 
ae Pheer 3 UGS, 
| j ay ee oe SS 9} OE BE 5: 
| Pee yt oe ee aa ‘gia LA aAS ; 
| BER (Yai eee ore uA Ay 3 
ee WL REN. 24) ea -. es Tt Pais en ah 
oan | 1 Md, , lah iS es ee ‘i i, he yes fy tH a 
} Ade 4 2 ee ola tee f +4" 4 Ae 4 ‘ pees 
| i 4. basis Be ht ag 3 ok wr We: fal ‘i att a) 4 i 7 (i ; 
; | + ; of to, ae aa "Fe TON cea Rs faint ie) lave al fi 
Hah pH Py fo alk ie We ry ipl j y Le Ae iA 4 
ahrard iyi T cee. 48) cee if Wy Li\ 4 LA iy im wie ie} } A 
| | =—— ea . 
; | 2 
j ae | — B iis OM F a 
no-v Ro-n ~ ro-c nc-s i 
—_—_— 
i 
I 
a | 
| : 
4 = me . a sf 
’ | el a = 
a ay ; 
} : 
x 
, ; 
| a oo. 1. 
f (— . e/ 
co BB" x le Sa 
> 
: arne L) { ‘ 
/ 
4 
| 
] . * 


What's Going On in 
Commerc 


News of Markets, Products, “Methods | 


Disa Names Cunningham 
Assistant Gen. Manager 


WASHINGTON, D. C. — 
Joseph S. Cunningham has been 
advanced to assistant general 
manager of Dairy Industries 
Supply Association, it was an- 
nounced by Roberts Everett, 
DISA’s executive vice president 
and general manager. 


Retaining the assistant gen- 
eral managership of the Dairy 
Industries Exposition, he will 
now work closely with the 
executive vice president in 
directing additionally other 
services and undertakings. 


In National Advertising 


NcrsA Board Adopts Resolution To 
Urge Mfrs. To Support Distributors 


PHILADELPHIA—A resolu- 
tion calling on manufacturers to 
advertise the important and in- 
dispensable services of distribu- 
tors to food stores was adopted 
by the board of directors of the 
National Commercial Refrigera- 
tor Sales Association at its May 
meeting. 

The resolution was presented 
at the Joint Relations Commit- 
tee meeting the next day and 


One of a series 


will be formally presented to 
the Commercial Refrigerator 
Manufacturers Association, ac- 
cording to Marie Lawton, execu- 
tive secretary. 

The directors had recommend- 
ed several months ago that 
manufacturers mention in their 
advertisements in food trade 
papers that their products are 
sold through distributors. 

They said that a review of 


current manufacturers’ adver- 
tisements revealed that a num- 
ber of them have responded by 
including to some degree such 
information. 

But, they felt that a very 
comprehensive educational ef- 
fort must be made to impress 
upon independents, voluntary 
chains, and cooperatives the 
tremendous importance to them 
of the services of their local dis- 
tributors of commercial refrig- 
eration and food store fixtures. 

In the unanimously adopted 
resolution, they respectfully: 

1. Urged manufacturers to 
direct attention in their national 
advertising to the sale of their 
products through distributors. 


with TYLER you can pre-assemblie 


Big time and 


saver! This trench-type 
opening enables running of 
pre-assembled refrigeration 
lines, without interruption, for 
entire length of continuous 
Sales-Case installation. Refri- 
gerant lines can be pre-assem- 
bled away from Sales-Cases, 
then placed directly into cases 
in one continuous line-up! 


2 Major improvement in 
sealing! Tyler uses new, 
high-density, factory-foamed- 
in-place polyurethane which, 
through chemical action, 
expands to fill every opening 
and insures 100% positive 
protection against moisture 
infiltration. Eliminates insu- 
lation block insert which de- 
pends upon mastic for a seal. 


money- 


We invite inquiries from well-rated commercial refrigeration organizations. 


TYLER gives you more! 


Tyler Retrigeration Corporation, Dept. ART Niles, Michigan 


Send 
coupon 
today! 
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TYLER 


PIONEER of important improvements 


TYLER REFRIGERATION CORPORATION, Niles, Mich. 
"Canada: Tyler Refrigerators, 732 Spadina Avenue, 
Toronto, Ontario. (Export: Tyler Refrigeration International, C.A., 
Apartado Postal 9262, Caracas, Venezuela, S. Amer.) 


3 To assure better, more 
efficient drainage in both 
normal and low temperature 
Tyler Sales-Cases, drain is 
placed a full 31%” above the 
floor to make it easy to obtain 
minimum downward slope of 
Y% per foot. 


2. Requested manufacturers 
to emphasize, whenever possi- 
ble, the important services their 
distributors supply to the food 
store customer. 

3. Suggested that manufac- 
turers urge editors of trade 
papers to include articles from 
time to time on the indispens- 
able services rendered to the in- 
dependent food store, the volun- 
tary chains, and cooperatives 
by the distributor. 

4. Requested distributors to 
ask their suppliers to take cog- 
nizance of the distributor’s sub- 
stantial investment in promot- 
ing the manufacturers’ products 
and recognize the importance of 
following a publicly announced 


“sales policy which takes into 


consideration the essentiality of 
their distributors to the manu- 
facturers’ sales and production 
efforts and to the food retailing 
industry. 

The resolution also asked dis- 
tributors to “express apprecia- 
tion to those suppliers who have 
mentioned in their ads the dis- 
tributors and their services to 
the food store customer.” 


National Restaurant 
Show To Be Aug. 31 


In San Francisco 


CHICAGO — First Western 
National Restaurant Show will 
be staged at the Civic Audi- 
torium and Brooks Hall in San 
Francisco, Aug. 31 to Sept. 3, 
Ralph G. Peterson, secretary of 
the National Restaurant Asso- 
ciation, announced recently. 

So far 26 firms marketing re- 
frigeration, heating, and air 
conditioning products for the 
restaurant industry have signed 
up to exhibit at the show. 

Special preview of the show 
will be held on Monday evening, 
Aug. 31 from 6 to 10 p.m. Con- 
vention and exhibits will be 
open from 9 a.m. to 6 p.m. on 
Sept. 1 and 2, and from 9 a.m. 
to 4 p.m. on Sept. 3. 


Study Effects of 
Bulk Home Milk 


Dispensers 


PORTLAND, Ore.—A study 
of the impact of the bulk home 
milk dispenser on the consump- 
tion of milk is being conducted 
by Oregon State college here. 

Dr. S. Kent Christensen, as- 
sociate professor of agricultural 
economics, said that interviews 
with approximately 100 owners 
of home bulk milk dispensers in 
Portland indicates that families 
with home units consume larger 
quantities of milk. 

Additional studies are being 
made to determine if the dis- 
pensers permit dairies to reduce 
home delivery costs. 

In Denver, it was reported at 
the 51st annual Milk Industry 
Foundation convention, dispens- 
ers are offered to home cus- 
tomers free of charge if they 
buy six 3-gal. cans of milk per 
month or more. A $2 rental fee 
applies if corisumption drops. 
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HUSSMANN meat case 
utilizes principle of refrig- 
erated shelving to boost 
storage capacity in same 
amount of floor space. 


Hussmann Meat Case Utilizes Principles of 


Refrigerated Shelving, Ups Display Area 


ST. LOUIS—A meat case 
which utilizes the principle of 
refrigerated shelving has been 
introduced by Hussmann Re- 
frigerator Co. 

Designated the model HO, 
this new case provides large 
volume lower-deck for display 
of fresh red meats and adjust- 
able refrigerated shelves above 
for smoked meats, ham, delica- 
tessen, etc. 

The case “makes it possible 
for the merchant to almost 
double the refrigerated display 
space in his meat department 
without increasing floor space,” 
the company said. 

Model HO provides a total of 
54.25 sq. ft. of refrigerated dis- 
play; 30.25 sq. ft. in the lower 
deck, 14 sq. ft. on the middle 
shelf, and 10 sq. ft. on the top 
refrigerated shelf, on each 12- 
ft. case. 

Since model HO makes it 
possible for the merchant to 
display all types of meat in one 
case, the model is expected to 
increase impulse sales, accord- 
ing to Hussmann. 


Thinking of — 

¢ changing territories 

¢ expanding your territory 
¢ taking on new lines— 


Check the 
CLASSIFIED ADS 


Your opportunity mav 
be there. 


“After installing model HO, 
it is possible to concentrate dis- 
plays of hams, smoked meat, 
and delicatessen items, thus 
providing additional floor space 
in the store for shelving or ad- 
ditional refrigerated displays,” 
the company said. 

Another new Hussmann meat 


Warren Producing 
‘Curtain Air’ 
Merchandiser 


ATLANTA—Warren Co., Inc., 
has put into production a new 
“Curtain-Air” merchandiser, an 
open-front dairy - delicatessen 
display section, as part of its 
“Premium Quality” walk-in line. 

The new merchandiser is 
made in 8 and 12-ft. widths con- 
taining 58.8 and 88.3 sq. ft. of 
display area, respectively. Cubi- 
cal content is 77.4 and 116 cu. 
ft., respectively. Multi-case com- 
binations of these sizes are also 
offered. 

An awning canopy is offered 
as an accessory. It is striped 
with white fringe. 

The unit can be purchased as 
part of Warren’s Premium 
Quality walk-ins or for installa- 
tion with built-in coolers. Walk- 
in section must be two feet 


12-FT. “Curtain-Air" ap- 
plied to a 14-ft. by 18-ft. 
“Warren Premium Quality" 
walk-in (awning canopy 
optional). 


longer than the Curtain-Air. 

Cooling coil is mounted at top 
with circulators at top and bot- 
tom. 

Displays, on three shelves and 
wire-rack bottom, are restocked 
from walk-in through four insu- 
lated sliding doors in 8-ft. model 
and six doors in 12-ft. model. 
Displays are lighted by fluores- 
cent fixtures above display open- 
ing and beneath center shelf. 


One-inch price rails are at 


front of three upper shelves and 
a 2-in. rail is at top of front 
panel. 


Institution Food and 
Supply Show Dates Set 


NEW YORK CITY—A new 
national trade show—the Insti- 
tution Food and Supply Show— 
will be held March 21-24, 1960 
in the New York Trade Show 
building here, according to 
David M. Sloane, show director. 


case, model HM, is also avail- 
able. 

This is similar to model 
HO except it has no front glass 
and is recommend only for 
hams, smoked meats, delicates- 
sen, etc. 


Both cases are design-inte-| | 


grated to match other Huss- 
mann refrigerated merchandis- 
ers, according to Hussmann. 


Government Book Tells 
Of Research Into 
lonization Radiation 


WASHINGTON, D. C.— The 
U. S. Dept. of Commerce has 
published a 475-page book con- 
taining all information accumu- 


jj) lated by the Army Quarter- 


master Corps during its four 
years of research into the use of 
ionization radiation for preser- 
vation of food. 

Much of the material has ap- 
peared in technical journals but 
some of the most important 
findings were drawn from un- 
published government reports, 
files, and technical papers, ac- 
cording to the Commerce Dept.’s 
Office of Technical Services. 


NEW LA CROSSE BOTTLE COOLER 


UP TO 50% GREATER CAPACITY 
UP TO 50% GREATER CAPACITY 


UP TO 50% GREATER CAPACITY 


yy 


SELF 
CONTAINED 


LA CROSSE BOTTLE COOLER 


Ne 


ELECTRIC 
COMPLETE 


Always the leader . 


. and now the New La Crosse 


Bottle Cooler steps further in front with trim, modern 
design and greater capacity. The 6’6” model illus- 


trated holds 40 cases. . 


. other models from 4’6” to 


10’6” hold from 26 cases to 66 cases. Get more 


capacity for the money . . 


Coolers. 


LA CROSSE conrany 


3000 LOSEY BOULEVARD SOUTH, LA CROSSE, WISCONSIN 


gpa gd 


. specify La Crosse Bottle 


DRAINBOARDS 


EXPORT OFFICE: 60 EAST 42nd STREET, NEW YORK «+ CABLE: EXPEDITE 


New electronic “watchman detects freezer 


ee a 


F 


i 


Opens up a golden Sales 
opportunity for you! 


Now — thanks to Kidde’s new Temp-O-Larm, 
every supermarket, dairy, freezer plant is a gold- 
mine of potential profit! Frozen food spoilage 
due to freezer failures runs into millions of dol- 
lars annually, is a constant concern to store man- 
agers and owners. They will listen to your story 
on sure, dependable protection against spoilage 
that costs them only a modest amount per freezer 
unit — and you will net an attractive profit for 
every one of these installations! 

Developed by Kidde Ultrasonic & Detection 
Alarms, Inc., the Temp-O-Larm system takes up 
little space, is easily installed, requires little or 
no maintenance. A tiny detector, pre-set for a 
specific temperature, is placed in each freezer 
or locker. Any abnormal temperature rise trig- 
gers the system, sounds an alarm locally or at 
central alarm company, points out the trouble 
spot immediately. Alarm time delay (0-6 hours) 
prevents false alarms during normal defrost or 
loading periods. 

Temp-O-Larm is being promoted by national 
trade advertising and publicity, and special 
dealer sales aids are available. Most important 
of all, Temp-O-Larm bears the name of Kidde 
— most respected name in the alarm business. 

For more information on Temp-O-Larm, and 
how it can bring in profits for you, write today 
to Kidde Ultrasonic & Detection Alarms, Inc. 


Annunciator located in store signals dangerous tempera- 
tures immediately. Unit shown guards six refrigerated 
boxes. Has lights indicating normal and alarm conditions, 
alarm time delay controls, alarm reset buttons. 


breakdowns 


LOS tne ne 


seen 
8: 
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Kidde © 


KIDDE ULTRASONIC & 
DETECTION ALARMS, INC. 
795 Brighton Road, Clifton, N. J. 


A Subsidiary of Walter Kidde & Company, Inc., 
Belleville 9, N. J. 
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Keeping Salesmen Informed 


NCRSA Panel Suggests Intensive Training, Stimulating Thinking, 
Plan for Self-Education, and Early’ Morning Bull Sessions 


it's a Fast Track—Cooper 

Very few distributors feel 
that they can afford to put a 
man through a two-year train- 
ing program to learn all the 
fundamentals, but this must be 
done if the salesman is going 
to be informed and if he is go- 
ing to be inspired when making 
calls, asserted Hugh E. Cooper, 
general sales manager for Mc- 
Cray Refrigerator Co., Inc. 

Today the salesman is ap- 
proaching a man who is well 
educated in merchandising, store 
layout, and food store opera- 
tion. He must know what to 
say, how to talk intelligently on 
his product, and know the oper- 
ator’s problems. In other words, 
the salesman must know his 
stuff. 

Despite attempts of sales 
managers to generate enthusi- 
asm by monetary rewards, con- 
tests, and other incentives, very 
few salesmen cash in on these 
extra opportunities, Cooper de- 
clared. 

“If every salesman knows his 
product so well that he can’t 
wait until he can break the 
good news about his product to 
the customer, and has every 
possible answer to any question, 
there is no fear of competition. 
He is the competition,” Cooper 
exclaimed. 

“This business is constantly 
changing. It’s a fast track. If 
you aren’t constantly feeding 
your salesmen all the latest 
developments in the industry, he 
is going to have to find out 
about them from the people he 
calls on. 

“This hurts him because a 
buyer immediately detects this 
and knows that this salesman 
is not hep. 

“Now if you don’t have the 
information to give him, it is a 
reflection on you, because it is 
available.” 


_ Cooper suggested that to sell lady, ‘Madam, if that ever dries 


profitably, distributors make 
available all information to 
salesmen, analyze lost sales, 


keep up with new ideas, create 
new ideas for selling, and build 
confidence in the men. 

He concluded with this story: 

A few years ago a household 
refrigerator manufacturer built 
a model that had a wrap around 
type of evaporator in the walls 
of the refrigerator. They had 
hundreds of complaints about 
the excess condensation on the 
walls of the refrigerator and the 
water that would accumulate in 
the bottom because of this con- 
densation. 

It was so bad that they con- 
sidered taking it off the market 
and take their licking. But one 
thing bothered them—they had 
one very large distributor in 
Indianapolis that was selling far 
more than his quota, with no 
complaints. 

They decided to check into 
this situation, as it was hard to 
believe. So the director of sales 
and the president went to 
Indianapolis to see what this 
distributor was doing to over- 
come the problem. 

They met with the sales man- 
ager and the service manager 
and related their experience in 
other parts of the country. 
Then they asked if the Indian- 
apolis distributor had had any 
similar difficulties. 

The sales manager said, “No, 
we eliminated any possibility of 
that when we install the refrig- 
erator.” 

The president’s eyes opened 
wide. He said, “Well, how do 
you do that?” 

The sales manager said, ‘We 
send the salesman to the home 
with the installation man. When 
we plug in the refrigerator we 
take a half a glass of water and 
pour it into the bottom of the 
refrigerator. Then we tell the 


COMMERCIAL 
REFRIGERATORS 


for handlers of food & beverages 


If you sell to any segment of the food in- 
dustry — hotels, clubs, hospitals, institu- 
tions, retailers, etc. — then it's important 
for you to acquaint yourself with Coldin 


COLDIN FRANCHISES 
AVAILABLE 
Get all the facts. 
Write for catalog today! 


Showcases. The new Coldin line is the most 


extensive on the market. . . 
for sales and profits . . 
and the dealer. 


powerhouses 
. for the retailer 


Your Key To 
Better Refrigeration 


» products 


up, call us, it’s not working 
right.’ ”’ 
That is what I call keeping 


salesmen informed! 


Inspire Confidence—Greene 


To keep salesmen inspired, 
provide them with information 
and materials that will stimu- 
late thinking, creativeness, and 
action. 

That is the advice of Ray L. 
Greene, sales manager of Tyler 
Refrigeration Corp. 

To be inspired, he said, people 
must have confidence in the 
company they are working for 
(its service department, its 
management, and the products 
they are selling). 

To have complete confidence 
there must be complete mutual 
understanding by management, 
as well as the salesmen and 
other employes. This breeds 
enthusiasm and enthusiasm is 
contagious. 

This is your responsibility as 
distributors—this is your chal- 
lenge. 

We as a manufacturer recog- 
nize the same challenge. 

If our distributors are ex- 
pected to develop and grow into 
a dominating position of leader- 
ship in their areas, then we as 
a manufacturer must continue 
to grow and be a leader in the 
development of new products, 
new operating methods, new in- 
stallation techniques, etc. This 
will help to inspire and build 
confidence among the distribu- 
tors and their salesmen. 

We feel that everything we 
do at Tyler’s is for the benefit 
of sales and the sales distribu- 
tion program, and we make 
every effort to keep our sales 
personnel and the distributor 
organization advised and _in- 
spired. 

In addition to the common- 
place regular mailings, discus- 
sions and sales meetings on new 
and improvements, 
prices and literature, outstand- 
ing installations, unusual appli- 
cations, financing and freight 
rates, national advertising sched- 
ules, national exhibits and con- 
ventions, sales and service aids, 
sales contests, etc., we make 
mailings on anything pertaining 
to the company, industry, or 
food business that we feel im- 
portant or useful, such as—new 
plant facilities and plans for 
expansion, new company meth- 
ods and department improve- 
ments, personnel changes, mar- 
ket analysis and_ evaluation 
(trends and changes), reprints 
from magazines and trade publi- 
cations, NCRSA bulletins, and 
bulletin services on selling. 

Each one was a topic for a 


Trying to find 


the right man for a 
hard-to-fill vacancy— 


the NEWS’ Classified 


Ads are read by your 
man. 


Place your ad today! 
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to know and inspired to sell 


Today's commercial refrigerator salesman must be able to 
sell more than a refrigerated fixture. He must know how to 
plan stores, layout refrigeration systems, understand terms and 
financing, and know food market merchandising, too. 


How can he be kept informed of all the things he needs 


Two distributors and two manufacturers offered their 
suggestions and experiences at a meeting of the National Com- 
mercial Refrigerator Sales Association. 


Their talks, edited somewhat, appear here. 


in the bargain? 


weekly sales meeting and written 
to increase knowledge, develop 
a better understanding, improve 
sales performance, and increase 
distributor confidence in Tyler— 
motivating forces to _ inspire 
action—but only if used! 

All these mailings are good, 
but too often they are found 
laying on the shelf or buried in 
a desk drawer. 

The personal contact of our 
executive sales staff with the 
company field men (and their 
contact with distributors) has 
been found to be the most effec- 
tive method of continued moti- 
vation. 

Yes, we need knowledge, in- 
formation, advice, sales tools, 


equipment, and a program of 
over-all maintenance. We must 
talk about how to canvas, how 
to keep records, about our sales 
catalogs, sales literature, etc. 

Then, in these meetings we 
should have our salesmen talk 
and tell the same things we 
have told. We believe that there 
should be a regular plan for all 
salesmen to participate in meet- 
ings from time to time. 

Monotony can be avoided to 
some extent by having team 
contests in demonstrations, 
store planning problems, and 
other selling helps with prizes 
for winners. 

Then, we should have out- 
siders come and talk to us. 


service tools, leadership, 
spiration, enthusiasm, eager- 
ness, personal contact, and all 
the rest—but when we get 
them, we must use them—to sell 
more, and to sell more profitably. 


Talk, Talk, Talk—Eskra 


Three practical and workable 
ways by which the commercial 
refrigeration distributor can do 
his own informing and inspiring 
to get salesmen selling profit- 
ably were described by George 
N. Eskra, vice president of the 
Ray Winther Co., San Francisco. 

They are: 

1. A program of regular, 
well planned, well prepared, and 
well executed sales meetings. 

2. A method of good com- 
munications within the business. 

3. A plan by each salesman 
for self-education and self-in- 
spiration. 

Here is how the Ray Winther 
Co. does it, according to Eskra: 

Sales meetings must be con- 
ducted on some schedule of 
close regularity and _ timing, 
otherwise they will not be fully 
effective. Advance planning of 
these meetings is very impor- 
tant. Programs should be set 
up well ahead of time and the 
leader must definitely prepare 
his meeting so that it is not flat. 

There are a limited amount 
of visual aids which should be 
used when available, as they 
are always effective. 

However, the chief means of 
helping salesmen in meetings is 
by talking; and there are hun- 
dreds of things to talk about. 

We must talk about our own 
company, our policies and pro- 
cedures, our ways of doing busi- 
ness, our services, and the many 
ways that we think we can 
better serve our customers. We 
must talk about our products, 
the values built into the prod- 
ucts, and how they can benefit 
the prospect. 

We must talk about our me- 
chanical department, our service 
department, our installation de- 
partment, how we make our 
installations, and how we be- 
lieve that we do things better 
than other people. 

We must talk about our 
follow-through, our instructions 
to customers in cleaning the 
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BEVERAGE COOLERS 


Howard 
manufactures 
a complete 

7 line of 
commercial 
refrigerators 
and freezers. 
Priced right, 

provides 
more daily 
sales and 


Territories for distributors and 
manufacturers’ agents. 
For a free Master Catalog write to Dept. N, 
Howard a Co., Inc. 
4745 Worth St., Philadelphia 24, P. yivani 
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SEE YOUR DEALER OR WRITE FOR 
LITERATURE AND PRICES 

(If there is no dealer in your area 
and you are interested in becoming 
a WHIPPER dealer, write, wire or 
phone.) 


THE WHIPPER CO. 


7109 Pulaski Highway 
Baltimore 6, Md. Dickens 2-2222 
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People from the food distribu- 
tors, wholesale grocers, floor- 
covering people, lighting people, 
color experts, handling equip- 
ment experts, architects, real- 
tors—there are dozens of 
sources of information. 

Salesmen must be persuaded 
that it is essential that they 
have their own programs of 
self-education and self-inspira- 
tion. There are several ways in 
which they can be encouraged 
toward this accomplishment. 

Reading, listening, and obser- 
vation are three important ones. 

We believe that every sales- 
man should subscribe to per- 
haps two good food trade pub- 
lications and one or two refrig- 
eration magazines, delivered to 
their home where they should 
be read. 

The company itself should 
subscribe to several copies of 
many publications in the food 
and refrigeration industries and 


copies should be available in a 
file at the office so that the 
salesmen may use them for 
additional reading. 

Great knowledge can be gain- 
ed from listening and we should 
all learn to listen well; listen to 
prospects, customers, food sales- 
men, route men, competitors— 
anyone. 

Observation — there is no 
better way to learn and so many 
things to see—ourselves at 
work, our company, our me- 
chanics, our finished jobs, our 
customers’ operations, our com- 
petitors. 

It is important that other 
means be used to give the men 
a boost from time to time. We 
might suggest giving them 
tickets to sales rally type meet- 
ings, or events of this nature 
designed to give a salesman a 
lift and at which there are very 
fine, reputable speakers. 

Opportunities will sometimes 


Your Customers’ 
Best Buy... 
(and yours, too! 

IDEAL 


Spal Frage 


PRODUCTS 


COOLER CORPORATION 
©2830 MAGAZINE ST. 
aor eS a Outs 6, a b 


©develop from a meeting of this 


kind to permit extending an 
inspired idea for quite some 
time. 

I recall a few years ago when 
we learned that Frank Boettcher 
was to lecture at a local high 
school auditorium. We _ pur- 
chased tickets for our entire 
sales force. 


In his inspired way Boettcher 
explained the tremendous value 
of “Enthusiasm” in selling and 
concluded by challenging every 
salesman in the audience to 
begin every day, for 30 straight 
days, to say to himself each 
morning while shaving, “I will 
try to be more enthusiastic to- 
day.” 

Following the meeting we had 
enough pages mimeographed for 
our whole sales department con- 
taining 30 repetitions of the 
sentence, ‘I will try to be more 
enthusiastic today,’ with a 
square at the end of each for 
a check mark. 

We then put our men on 
honor to paste this on the wall 
in their bathroom and read it 
aloud to themselves each morn- 
ing. Those who returned the 
sheet in 30 days with every line 
checked, indicating 30 consecu- 
tive days, received a prize, but 


TEMPERATU 


SPECIALISTS 
IN THE LOW 


TEMPERATURE FIELD! 


FAST HEAT TRANSFER! 
QUICKER DEFROSTING! 
Low wattage electrical element provides positive 


heat for re-evaporation regardless of ambient. 


DOLE REFRIGERATING COMPANY 
5920 N. PULASKI RD., CHICAGO 46, ILL. 


103 PARK AVE., NEW YORK 


Canada: Dole Refrigerating Products Limited 


Oakville, Ontario 


DEFROST SYSTEM 


DESIGNED BY 
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Commercial Refrigeration 


or should engineer do 


That question was tossed 
brought this response: 

Stella: We don’t let the 
information to our engineer. 


own store has a much better 
one who doesn’t. 


it drawing plans. 


code requirements and other 
the salesman. 
Stella: Another point. I 


the job. 


must at least make the basic 


Should salesmen make own store layouts 


can do a better job more efficiently in about one-tenth the time. 
Cooper: I believe that any salesman who lays out his 


Greene: The salesman’s time is too valuable to spend 
But he must gather all the information 
necessary to have the plans drawn. Here is a great opportunity 
to hire a handicapped person for the inside work. Many will 
do an excellent job and will have time to keep up with local 


plan, done by a design engineer, will help the salesman get 


Dudley M. Cawthon, session chairman and Miami distribu- 
tor: It depends on the size of your organization, the capabilities 
of your salesman, and other factors. But I think the salesman 


it? 
to the panel from the floor and 


salesman do it. He brings the 
We have a good engineer who 


chance of getting the job than 


details that would overburden 


believe a professional looking 


layout. 


we hope received a_ greater 
benefit. 

Another means of keeping 
salesmen inspired is the use of 
a program of home mailing 
pieces. We are now using a 
weekly mailing which goes to 
the salesman’s home for a 39- 
week period on the theme of 
“Motivation.” These bulletins 
are concise, to the point and 
very effective, and in particular 
they are very easy reading. 

There are some things within 
the workings of a company 
which are important to the in- 
spiration of salesmen; to men- 
tion a few: 

Well defined and workable 


policies with respect to the 


salesman’s function; 

Good sound policies within 
the company with respect to 
servicing, installing, and follow- 
through so that the salesman 
can be sure of his ground in 
dealing with the customer; 

A fair, realistic and workable 
pricing manual; 

A compensation plan that will 
give him his fair share of extra 
earnings on good quality sales 
and good participation on vol- 
ume over quotas. 

We believe sliding scales are 
particularly inspiring in this 
respect. And, of course, a pat 
>on the back is always a real 
lift to anyone who has closed 
a nice sale. 

Keeping salesmen informed 
and inspired should be one of 
the prime interests of manage- 
ment. It should be the main 
function of the sales manage- 
ment. There must be a well 
planned program in effect at all 
times, and there can never be 
a relaxation from the execution 
of it. It is a never-ending job, 
and it is important to believe 
that if we keep working at it 
and working at it, some good 
will rub off. 


Use Lost Hours—Stella 


When the recession hit De- 
troit last year, the F. D. Stella 
Products Co. was forced to cast 
a critical eye on the problem of 
keeping its salesmen inspired in 
the face of stiffened buyer re- 
sistance. 

Fred Stella, vice president, 
told fellow distributors what he 
did to get salesmen to contact 
more prospects and do a harder 
selling job. His story: 

Where to start? A _ logical 
place seemed to be to try to 
increase the number of calls 
made by each salesman each 
day. 


How to do it? Easiest way 
was to make use of that lost 
time in the morning. 

Result: An announcement by 
us that starting immediately 
there would be a sales meeting 
every day in addition to the 
regular weekly sales meeting on 
Saturday morning. 

I, personally, try to talk with 
each man between 8:30 a.m. and 
9:30 a.m. The meetings are in- 
formal in nature and coffee and 
doughnuts are available. 

Each salesman turns in a 
tentative itinerary for that day 
so that in the event of any new 
business I am able to dispatch a 
salesman at times within the 
hour. 


Bpwemainttininisnis 


GASKET 
PROBLEM? 


materials or combinations: 


their pockets. 


If factory representatives of 
any of our suppliers are in 
town, they are invited to attend 
our morning sessions and possi- 
bly make calls with the sales- 
men. 

The daily sessions are in no 
way intended to replace the 
regular weekly meeting, where 
problems and policies are dis- 
cussed or where manufacturers’ 
representatives give product 
presentations. 


They are specifically designed 
to keep the salesman informed 
of the new techniques in selling 
and introduction of the latest 
equipment used in the industry 
throughout the country. 

This not only aids the sales- 
men, but it also leaves the 
executives of our company more 
time to perform their proper 
functions of directing, supervis- 
ing, and coordinating our firm’s 
activities. 

In getting the salesmen out 
on the street earlier, it gives 
them time to make that one 
extra call each day, and 
strangely enough we found that 
one extra call often encourages 
the salesmen to make a second 
call. Multiply that by the num- 
ber of men, and you have a 
substantial sales potential for 
the firm. 

How did the salesmen react 
to this new routine? 

The majority of them really 
appreciate the daily meetings 
because they have found that 
this system of operation defi- 
nitely helps them make more 
sales and puts more money in 


Jarrow experienced gasket engineers have worked closely with manufacturers for 
many years, providing the finest in gaskets for every type of insulation application 
for refrigerating and air conditioning. If you have a problem that challenges solution, 
Jarrow development engineers will cooperate with you in producing the very product 
you need. There is no cost or obligation for this service. Send us your blueprints. 


Jarrow Gaskets, to your exact specifications, are available in all these 
Jarene-B—the new, tough, flexible vinyl plastic extrusion that can’t crack, 
check, or oxidize—grease resistant—long weoring—easily cleaned! 


Rubber-—in ony extruded form—os a rubberized fabric—or sponge rubber, 
which is ideal as a combination with either plastics, rubber extrusions or fabrics. 


Others include Neoprene Fabric and Waterproof Cotton Webbing. 
§ SEND TODAY FOR JARROW CATALOG C-301a, containing the latest 
in gasket developments, designed to save you valuable assembly 


time and cut your production costs. You'll want to keep this valuable 
guide handy constantly. Write: 


ARROW PRODUCTY.. 
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‘Almost a Third of a Century of Gasket Experience 
1238-50 W. FULLERTON AVE. + CHICAGO 14, ILL. 
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NOW-— 


DELUXE 
EDITION— 
Stiff leatherette 
3-ring binder opens 
flat for fast, easy 
reference (Complete 
Library) ..... $17.50 


Air Conditioning, Heating & 
Refrigeration News brings you 


A LIBRARY OF 
EATING PROFITS 


THE MAN WHO SELLS! 


THE MAN WHO INSTALLS! 


THE MAN WHO SERVICES! 


If your livelihood depends on the fast-changing, highly competitive 
heating and air conditioning industry, you cannot afford to be without the 
profit-packed 1959 edition of the WARM AIR HEATING & AIR CONDI- 
TIONING LIBRARY! 

The most comprehensive collection of usable facts contained in one 
bookshelf-handy source, the “handbook of the industry” is a complete 
design and installation guide that combines “know-how” with “how-to.” 

The result of a continually expanding research program devoted to 
guaranteeing greater income for the man who thoroughly knows this expand- 
ing industry, the WARM AIR HEATING & AIR CONDITIONING LIBRARY 
contains easily understood manuals and worksheets, plus up-to-the-minute 
articles on a variety of warm air heating applications. 

For practical men looking for practical information on specific subjects, 
individual manuals are available at unit prices. Because these manuals are 
constantly revised and up-dated for maximum usefulness, check those you 
now have to be sure they are the latest editions. 


Widely accepted as standards of design, engineering 


and 


installation by federal, state and local officials, colleges and 


universities. 
reference books, and for 


They are eapectalty prepared for use as field 
ome study, vocational and corre- 
spondence school study and dealer training programs. 


Warm Air Heating and Air Conditioning Digest. . .$1.25 


Ideal for new men entering industry and as a 
refresher course for experienced men... . Basic 
principles of heat transfer, comfort, air-flow in 
ducts, perimeter heating and other subjects. 
(1st Edition) 


Manual 1— How To Make a Comfort Survey..... 
A complete “how to” on: Checking single house 
plans for heat loss calculations. . . . Taking off 
heating plans from architect’s blueprints. .. . 
Computing full areas and running foot of crack- 
age of windows. (4th Edition) 


Manual 2—How to Check Frame House Construction 
Identifies various types of framing. .. . What to 
look for in construction which affects installation 
or performance of heating systems... . Instal- 
lation practices. (4th Edition) 


Manual 3— Calculating Heat Losses .............. 
Discusses design temperature and use... . Areas 
of heat transmitting surfaces. ... B.t.u.h. heat 
losses. . . . Heat loss calculation and factors for 
all types of building materials and construction 
methods. (6th Edition) 


Manual $— Simplified Method .................... 
Ideal for determining heat losses for average 
residence. . . . Combines conduction and convec- 
tion (infiltration) losses through windows and 
doors. (2nd Edition) 
+Quantity prices, 5-100 copies $.50 each; 
101-500 copies ...... $45 each; 501-1,000 copies 
....§$.40 each; 1,001 and more copies. .. .$.35 each. 


Manual 4— Warm Air Perimeter Heating........ 
Design and installation data on perimeter-loop, 
perimeter-radial, crawl-space radial, crawl-space 
extended plenum, crawl-space trunk and branch, 
and crawl-space plenum perimeter systems using 
5” and 6” pipes. (6th Edition) 


Manual 5— Design and Installation of Gravity 
Warm Air Heating System...................... 
Location and size of warm air registers, return 
air intakes, and furnace. . . . System layout. 

. Installation and operation. (5th Edition) 


Manual 6— Adjusting Air Conditioning Systems 

ey ES MD cc enceccee sccenecvecances 
Greater comfort performance with winter, 
summer or year ‘round systems... . Adjustment 
of room thermostat, controls, and system balanc- 
ing. (8rd Edition) 
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AIR CONDITIONING 
HEATING & REFRIGERATION 


The Newspaper of the Industry 


VEWS © 


WARM AIR HEATING & AIR CONDITIONING - LIBRARY MANUALS 


Manual 7 — Design and Installation of Warm Air 

Winter Air Conditioning Systems................. 
Designing forced warm air systems for houses 
up to 120,000 B.t.u.h. heat loss. . . . Selecting 
furnace, blower, duct, and register size... . 
Locating registers and return intakes. ... System 
layouts. . . . Installation and operation. (4th 
Edition) 

Manual 7A — Design and Installation of Warm Air 

ee Se ees 
For residential and small non-residential struc- 
tures with heat losses not exceeding 120,000 
B.t.u.h. . . . Furnace and blower size... . Lay 
out of panel inlets and outlets. ... Supply and 
return systems. . . . Panel construction. (3rd 
Edition) 


Manual 8—Application Guide for Residential 
Central Air Conditioning Systems (Winter and 
i. a a SE ER ee a 
Components of winter and year-’round air condi- 
tioning systems... . Proper operation... . 
design and installation practices cited and illu- 
strated. . . . Use it to sell “quality” systems 
(5th Edition) 


Manual 9 — Design and Installation of Warm Air 
Winter Air Conditioning Systems and Year ’Round 
Air Conditioning Systems ........................ 
Systems for residential, commercial, industrial 
and public buildings. . . Also for structures 
where single-unit heat loss does not exceed 
250,000 B.t.u.kh. and where heat gain does not 
exceed 1.3 times sensible heat gain. (6th Edition) 


BE a 
Perimeter warm air heating and ventilating sys- 
tems for buildings constructed on concrete slab 
floors. . . . Can be used to encourage architects, 
heating engineers, and school boards to use 
perimeter systems, (1st Edition) 


Manual 10—4 Inch Pipe Warm Air Perimeter 

cs culls at Taina Ga Gh oaies COEED A OF ese Coebike cee 
Design and installation of systems using 4-inch 
round pipes for warm air runs, Systems described 
are “low velocity”. ... May be used with fur- 
naces rated at total static pressure of .20” water 
gauge or comparable rating at sea level with 
temperature rise range of 70°-100° F. through 
furnace, (4th Edition) 


Manual 11—Summer Air Conditioning............ 
A tentative manual for design and installation of 
summer air conditioning systems for new and 
existing residences. . . . Heat gain calculation. 
. . . Design procedure. . . . Sizing of distribution 
systems, (4th Edition) 
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And, Don’t Miss the NEW Edition of 
AIR CONDITIONING THE HOME 


A thorough study of the impor- 
tant year-round residential air 
conditioning industry, “Air Con- 
ditioning the Home” is publish- 
ed by the editors of AIR CON- 
DITIONING, HEATING & 
REFRIGERATION NEWS for 
heating, plumbing and air con- 
ditioning contractors, dealers, 
installers, and distributors. It 
gives selling points, outlines 
market conditions today and to- 
morrow, system operating char- 
acteristics, FHA requirements, 
cost estimating, and other vital 
and helpful information. A 
worthy addition to your library, 
it’s 9” x 12” in size, well printed 
and abundantly illustrated. Use 
coupon to order copies for each 
key member of your staff. Only 
$3.00 per copy. 


Please send me the following books: 


Quantity Total 
Deluxe Edition, Complete 
Library @ $17.50 ea. 
Digest 1.25 
Manual 1 75 
Manual 2 75 aa 
——_——_ Manual 3 1.50 —— 
Manual 3— 
(Simplified) .60 ee 
Manual 4 1.75 
Manual 5 1.00 
Manual 6 1,00 
—_——-— Manual 7 15 
Manual 7A 5 
Manual 8 1.50 
Manual 9 1.25 
Manual 9 
(Supplement) 50 
Manual 10 1.00 
Manual 11 12 
Air Conditioning 
the Home 3.00 


Air Conditioning, Heating & Refrigeration 
NEWS, 450 West Fort St., Detroit 26, Mich. 


(1 I enclose check in full amount 7-27-59 
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INSTALLER SHOWS how Strubing can be 
easily carried to job site for inflation there. 


Strubing Ships Flat, 


(Concluded from Page 1, Col. 4) 


—for a major saving in time 
and effort over conventional in- 
stallation of ductwork,” the 
company reports. 

In listing numerous other 
potential uses, the company said 
Strubing “should provide sub- 
stantial savings in shipping, 
storing, and handling in manu- 
facturing plants using thin-wall 
tubing. 

“Shipped in compact rolls or 
reels, the material would be 
used right on the line by simply 
unreeling a required length, ex- 
panding and cutting to length. 
The fact that it comes in a con- 
tinuous ribbon makes Strubing 
particularly suitable to con- 
tinuous manufacturing opera- 
tions.” 

A typical use for small-diam- 
eter Strubing might be automo- 
tive tubing such as radiator, 
overflow, and thermostatic con- 
trol lines, it was indicated. 

Also, Strubing in metal-foil 
thickness holds promise as a 


Calumet & Hecla 
Talks Purchase to 


Flexonics Holders 


CHICAGO—Calumet & Hecla, 
Inc., parent company of Wolver- 
ine Tube, is conducting prelimi- 
nary discussions with major, 
shareholders of Flexonics Corp. 
of Maywood, IIl., looking to the 
possible acquisition of Flex- 
onics, officials of the companies 
have reported. 

Flexonics is a producer of 
Flexible metal and _ synthetic 
hose products, metal bellows, 
expansion joints and a number 
of other assemblies for air con- 
ditioning, and for automobile, 
aircraft, and general industrial 
use. 

Flexonics does an annual 
volume of business estimated at 
about $20 million, while Calu- 
met & Hecla 1959 volume is ex- 
pected to be close to $70 mil- 
lion. 

A Calumet & Hecla official 
said the proposed acquisition 
would be part of a planned ex- 
pansion and diversification pro- 
gram aimed at putting the com- 
pany into “more involved fabri- 
cation” types of manufacturing 
activity. 


For Your Reprint Copy 
“Emergency Diagnosis, Repair of Her- 
metic Unit Electric Components," by 
John L. Zant, mail this ad with your 
name and address to: Air Condition- 
ing, Heating & Refrigeration News, 
450 W. Fort, Detroit 26, Mich. 


Only 25¢ each. 


ROLL OF STRUBING is handy where vary- 
ing lengths are needed for a job. Desired 
length may be cut off with metal shears. 


inflates on Job-- 


packaging material for frozen 
foods or simpi;. as a covering 
for food for reheating, the com- 
pany stated. 

The methods and equipment 
to be used for inflating Strub- 
ing will probably vary with the 
application of the material and 
its dimensions, according to 
Calumet & Hecla. 

The company’s engineers have 
used hydraulic pressure, air 
pressure, and mechanical means 
to ‘inflate’ Strubing. Pressures 
needed for inflation depend on 
wall thickness. The thinner the 
wall thickness, obviously, the 
lower the pressure required to 
inflate Strubing. In some sizes, 
Strubing can be inflated simply 
by using tap water pressure, it 
was noted. 

Ordinary shop air compres- 
sors could generally supply 
enough air pressure, it was in- 
dicated. However, for ductwork, 
the company believes the Strub- 
ing could be inflated chiefly by 
spreading it over a mandrel and 
expanding it mechanically. 

Strubing can be made in sizes 
ranging from smaller than the 
lead in a pencil to a pipe large 
enough for a man to walk 
through. It can be made as thin 
walled as household metal foil 
to as thick walled as conven- 
tional pipe. 

There is no specific ‘limit’ 
on diameter size. . Theoretically, 


WRITE FOR RECOMMENDATIONS AND 


A VARIETY OF MEANS can 

be used to inflate Strubing, 

including hydraulic pressure, 

air pressure, and mechani- 

cal expansion § techniques. 

Hydraulic pressure of water 
is being used here. 


it can go to any diameter size Fromson of New York City. 


if inflating equipment is large Calumet & Hecla said it has ex- 
clusive United States and Cana- 
It will be possible to ship dian rights to the Fromson 


enough, it was explained. 


Strubing in coil lengths of as patents. 


much as 15,000 ft., the company<¢ 
reports. 

Techniques involved in mak- 
ing Strubing are reported to be 
basically very simple. 

“The first step is to make a 
simple hollow shap by conven- 
tional techniques,” it was point- 
ed out. “It is then passed 
through a rolling mill where it 
is flattened into ribbon form. 

“The rolling process is such 
that it elongates the original 
tube by making it thinner with- 
out changing the inside tube 
diameter. The more _ passes 
through the rolls, the thinner 
the Strubing. 

“The diameter of the Strub- 
ing, then, is limited only by the 
size of the starting piece. And 
the size of the starting piece is 
limited only by the capacity of 
the rolling mill used. 

“Inherent in the product pro- 
duced by the rolling process is 
a pair of fins or ribs on the out- 
side. These fins provide added 
stiffness to thin-walled tube. If 
desirable, the fins can be re- 
moved as the Strubing is being 
formed.” 

The manufacturing process 
for making Strubing is based on 


patents and patent applications 
held by inventor Howard A. 


SHELL VESSELS 


With 106 Years’ experience in 
building pressure vessels . . . 
from boilers to reactors, we're able 
and ready to fill all your needs. 


H. P. Krueger 


Hassenplug 


(Concluded from Page 1, Col. 2) 


After serving with the Inger- 
soll-Rand Co. Hassenplug was a 
project engineer with Carrier 
Corp for three years before join- 
ing the air conditioning division 
of General Electric. He was 
manager of hermetic motor en- 
gineering when he went to 
Acme. 

Krueger joined Acme in 1957 
from Governair Corp., where he 
was chief engineer. 


 KRITZER 


‘RADIANT COILS, INC. | 


leaders jin the manufacturing 


uses 5 


pa REVCOR’S NEW 
DOUBLE INLET BLASTAIRE 
BLOWER WHEELS. 


because... Revcor’s New Double Inlet Blastaire Slower 
Wheels’ Reliability of Service te Kritzer to  Maintein 


its Quality! 


REVCOR SINGLE AND DOUBLE INLET BLASTAIRE 


BLOWER WHEELS ARE USED BY OVER 60% OF 


We have the shears, planers, power rolls, automatic 
welders and mechanics to do this type of work. 


and tne coor, 0) 
ate turn; Acex! Sep ar 
isheg in latory ‘ators 
all 


THE ROOM AIR CONDITIONER MANUFACTURERS! 


gy SOMERS. ILLINOYS 


Sizes 5, and 


ESTIMATES ON YOUR SHELL VESSEL WORK TO 


FRICK § OMPAN Ye wayNeEsBoroO, PENNSYLVANIA 


YT. 


Automatic welder used on a shell and tube vessel in the 


Frick shops at Waynesboro, 


Penna. 


Compressed air for a wind tunnel 
conditioned with Frick equipment. 


Frick reactor shells are built by ASME qualified 
welders. 
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PATENTS 


Week of Mar. 24 
(Concluded) 


2,878,654. REVERSIBLE AIR CON. 
DITIONING SYSTEM WITH HOT 
GAS DEFROSTING MEANS. Israel 
Kramer, Trenton, N. J., assignor to 
Mercer Engineering Co., Trenton, N. J., 
@ co-partnership. 


1. A reversible building air condi- 
tioning system with hot gas defrosting 


means comprising, refrigerant com- 
pressor, indoor coil, outdoor coil and 
receiver, together with means for 


selectively operating the system on 
three different cycles; a building heat- 
ing cycle which includes means for 
causing the refrigerant to flow from 
the compressor discharge sequentially 
through the indoor coil... . 


2,878,655. REFRIGERATING APPA- 
RATUS WITH CONDENSATE DI- 
RECTOR. Edmund F. Schweller, Day- 
ton, Ohio, assignor to General Motors 


Corp., Detroit. 
a: 
way 


Te 
7T le 
” 
4 ir 

1. An evaporator for use in cooling 
and drying air comprising a plurality 
of vertically extending refrigerant 
flow conduit means, vertically disposed 
fin means having the edges thereof ar- 
ranged in contacting relationship to 
portions of said vertically extending 


contractors. 


life insurance and welfare 
Reply in own handwriting, 


FIELD SERVICE ENGINEER 


Leading manufacturer of food store equipment requires 
a Field Service Engineer, age 30 to 40, to headquarter 
in or near Detroit, Jacksonville, Fla., Seattle, Wash., 
Boston, Mass., Kansas City, Mo., to travel in assigned 
territory contacting dealers, national accounts, and 
No sales involved. 


Qualifications: 8 to 10 years commercial refrigeration 
experience, good personality, neat appearance, high 
school or better education, must have late model car. 
Will be given proper training on company products 
and field requirements. Salary, expenses, car mileage, 


education, experience, and employment. No applica- 
tion considered unless accompanied with recent photo- 
graph. Give marital status and number of children. 


Box A6303 
Air Conditioning, Heating & Refrigeration News 


plan furnished. 
giving complete details of 


CLASSIFIED ADVERTISING 


RATES for “Positions Wanted” $7.50 
per insertion. Limit 50 words. 15¢ per 
word over 50. 

RATES for all other classifications 
$10.00 per insertion. Limit 50 words. 
20¢ per word over 50. 

ADVERTISEMENTS set in usual 
classified style. Box addresses count 
as five words, other address by actual 
word count, Please send payment with 
order. 


POSITIONS WANTED 


CAPABLD 32 year old college graduate 


now employed as sales engineer by 
midwestern manufacturer of wire or 
tube domestic condensers and freezer 
shelves desires similar position with 
progressive company in same or re- 
lated fleld. Well acquainted with in- 
dustry personnel and their problems. 
Resume upon request. BOX A6305, Air 
Conditioning, Heating & Refrigeration 
News. 

MANUFACTURER'S REPRESENTA- 
TIVE—Wants: Air conditioning & Re- 
frigeration lines or component parts 
for California area, Engineering knowl- 
edge background, Have established 
contacts with wholesalers and con- 
tractors. Fifteen years’ experience in 
business. BOX A6311, Air Conditioning, 
Heating & Refrigeration News. 
EXPERIENCED, 1-A mechanic, Chrys- 
ler Airtemp and York equipment, pack- 
age unit and Central station; some 
heating. Prefer family man, 25-40, 
sober, dependable, and able to accept 


responsibility, AIR COMFORT, INC., 
1168 East Avenue North, Sarasota, Fla. 


SETTLE IN Miami—Bowen Refrigera- 
tion Supplies wants counter man—Es- 
tablished 1935-—Six branches—Oppor- 
tunity for advancement — Contact 
BOWEN, 733 Boulevard, Atlanta, Ga. 


MFGRS. REP.—Side line—Several ex- 
clusive territories available for reps 
to sell “RAC Pricing Service.” If you 
are calling on contractors and whole- 
salers, this publication will be a very 


profitable side line, Easy to sell — 
excellent commission, Write RAC 
PRICE REPORTER, 2812 South 


Robertson Blvd., Los Angeles, Calif. 
22 


ENGINEER REFRIGERATION Con- 
trols—To head a department on design 
and development of commercial re- 
frigeration control valves of all types; 
national corporation with midwestern 
manufacturing and engineering fa- 
cility; salary and bonus commensurate 
with work background and ability. 
Send full details, qualifications and 
personal data to BOX A6172, Air Con- 
ditioning, Heating & Refrigeration 
News. 


EQUIPMENT FOR SALE 


AJAX ICE Machine parts—We have 
purchased the inventory of parts, plus 
all tooling, for the Ajax Electric Ice- 
man, formerly manufactured by Servel, 
Inc. We are now furnishing replace- 
ment parts, for all models including 
Ajax Pebble Machine. Catalog & 
prices available. AJAX EQUIPMENT 
Co,, INC., 73 Pine Street, Montclair, 
N. J. 

PORTABLE AIR conditioners, water 
cooled, 10,300 BTU, completely self 
contained including condensation pump 
and water valve. New in original fac- 
tory cartons. List $379.50, our price 
$154.50. 10 or more $149.50. FOB Chi- 
cago, Ill. STANDARD AIR SERVICE 
COMPANY, 1225 8. Wabash Ave., Chi- 
cago 5, Illinois, 


FRANCHISES AVAILABLE 


MANUFACTURERS AGENTS: — By 
substantial manufacturer entering 
home freezer fleld on national scale in 
October. Product will have new fea- 


tures not now available in market. En- 
tire United States open for territorial 
franchises. BOX A6312, Air Condition- 
ing, Heating & Refrigeration News. 


MISCELLANEOUS 


CONTROLS, RELAYS & timers re- 
paired, UNITED CONTROL REPAIR 
COMPANY, New address: 151 EB, 126th 
St., New York 35, New York. 


ATTENTION REFRIGERATION Serv- 
icemen: Would you be interested in 
saving from 25 to 50% on many stand- 
ard refrigeration and air conditioning 
parts and supplies? Send for our free 
circulars and catalogs. WALTER W. 
STARR, 2833 Lincoln Ave., Chicago 13, 
Illinois. 


conduit means, fan means for circu- 
lating air in a horizontal direction 
through the air passages formed be- 
tween adjacent fin means and adjacent 
conduit means, said conduit means and 
said fins being spaced from one an- 
other at spaced points along the edges 
of said fins so as to form vertically 
extending condensate drainage clear- 
ances between the edges of said fins 
and the side walls of said conduit 
means. 


2,878,656. HEAT EXCHANGER. Stan- 
ley A. Domal, Wyandotte, Mich., as- 
signor to Borg-Warner Corp., Chicago. 


sf . -_— 
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An air conditioner apparatus com- 
prising a housing, a partition in said 
housing, means defining an opening in 
said partition, a cooling unit mounted 
on one side of said partition and over- 
lying said opening, said cooling unit 
comprising a plurality of generally 
parallel core tubes, a first header com- 
municating with and supporting corre- 


-@Sponding ends of said core tubes... . 


2,878,657. SELF-CONTAINED HEAT- 
ING AND COOLING APPARATUS. 
Leonard W. Atchison, Louisville, Ky., 
assignor to General Electric Co., a cor- 
poration of New York. 


1. An air conditioning unit for heat- 
ing and cooling an enclosure compris- 
ing a casing adapted to be positioned 
in a wall of said enclosure with one 
side of said casing facing the out- 
doors and another side of said casing 
facing said enclosure, a barrier divid- 
ing said casing into an evaporator 
compartment and a condenser com- 
partment, a refrigerating system in- 
cluding a condenser in said condenser 
compartment and an evaporator in said 
evaporator compartment... . 


2,878,658. FREEZING COMPART- 
MENT FOR HOUSEHOLD REPRIG- 
ERATOR. Hugo Malcolm Ulistrand, 
Stockhold, Sweden, assignor to Aktie- 
bolaget Elektrolux, Stockholm, Sweden, 
a corporation of Sweden. 


In a refrigerator including a cabinet 
having thermally insulated walls in- 
cluding an inner liner defining a stor- 
age compartment, said liner having an 
opening and a closure therefor, ab- 
sorption refrigeration apparatus. in- 
cluding piping providing a circuit for 
inert gas comprising an evaporator lo- 
cated in the compartment, the piping 
for said evaporator being in the form 
of a coil having a first portion adapted 
to be operated at a low average or 
mean temperature and a second por- 
tion adapted to be operated at a high- 
er average or mean temperature. .. . 


2,878,659. REFRIGERATING APPA- 
RATUS. Stanley BR. Prance and Harry 
0. Waag, Dayton, Ohio, assignors to 
General Motors Corp., Detroit. 


1. An ice tray assembly comprising 
in combination, a metal tray member 
and a metal grid member adapted to 
be fitted therein and carried thereby, 
portions at least of the surface of 
each of said members being etched to 
produce a roughened surface, and a 


solid, tough, and heat resistant coating 
material having good ice shedding 
properties coextensively covering the 
etched surface portions of said tray 


and grid members and strongly bond- 
ed thereto, said coating material con- 
sisting of fused and quenched poly- 
tetrafluoroethylene having a thickness 
from .3 mil to 13 mils. 


2,878,836. TWO-PIECE FLOW CON. 
TROL VALVE. Chester J. Binks, La 
Grange, Ill, assignor to Scovill Mfg. 
Co., Waterbury, Conn. 


1, In combination with a fluid con- 
duit, a variable flow restrictor enclosed 
and confined by said conduit, said re- 
strictor comprising an annular mem- 
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Editor’s Note: Patents de- 
scribed here have been se- 
lected from the “Official Ga- 
zette” of the United States 
Patent Office. They offer only 
a brief summary of each in- 
vention. In some instances 
only the first part of the 
digest is presented. 

Printed copies of patents, 
reissued patents, and patent 
designs may be secured from 
the Patent Office; patents 
and reissues are 25¢ each, 
while designs are furnished 
at 10¢ each. Address orders 
to: Commissioner of Patents, 
Washington 25, D. C. 


ber of resilient material having a cen- 
tral passage therethrough with a larger 
diameter rim portion facing the up- 
stream side of the conduit and ex- 
posed across its end face to the up- 
stream pressure, a smaller diameter 
portion facing the downstream side 
providing an annular shoulder facing 
in a downstream direction between the 
two portions... . 


2,878,989. MULTIPLE LENGTH SPI- 
RAL BLADED BLOWER WHEEL. 
Lowell E. Sprouse, Columbus, Ind., as- 
signor to Vernco Corp., Columbus, Ind. 


1. A blower wheel of the cylindrical 
drum type comprising an integral con- 
struction of two axially spaced apart, 
circumferential, end lands; one set of 
spaced apart blades having outer ends 
integrally joined with one of said 
lands and extending therefrom’ in 
parallel, diagonal directions toward the 
second land; a second set of spaced 
apart blades having outer ends inte- 
grally joined with the second land and 
extending therefrom in parallel, diago- 
nal directions toward the first land.... 


2,879,024. VALVE CONSTRUCTION 
FOR REFRIGERATING SYSTEMS. 
Hyman Malkoff, Levittown, Pa., as- 
signor to Kramer Trenton Co., Trenton, 
N. J. 


A booster type valve construction 
such as is adapted for installation in 
the low side of compression type re- 
frigerating systems and for automatic 
functional control by a separate but 
operatively connected pilot valve hav- 
ing its own inlet and an outlet, the 
outlet being formed with an inwardly 
extending tube, and a disc positioned 
within the casing above the inner end 
of the outlet tube and effective at all 
times to divide the hollow casing into 
upper and lower portions... . 


2,879,050. HEAT EXCHANGER. 
Erwin Folger, Werdohl, Westphalia, 
Germany, assignor to Compagnie des 
Metaux d’Overpelt-Lommel et de Cor- 
phalie, Overpelt-lez-Neerpelt, Belgium, 
a Belgian limited company. 


1. A heat exchanger comprising a 
series of adjacent tiers of hollow con- 
duit sections arranged end to end and 
having flat sides arranged in heat 
transfer relation to each other, the 
conduits of alternate tiers providing 
passages for gaseous media and air, re- 
spectively, with the conduits in one 
tier extending transversely of the con- 
duits in tiers at opposite sides there- 
as «> 


DESIGNS 
184,682. REFRIGERATOR. Chester 
EK. Litman, Kansas City, Mo., assignor 
to Koch Refrigerators, Inc., Kansas 
City, Mo. 


Week of Mar. 31 


2,879,801. BEVERAGE MIXING AND 
DISPENSING DEVICES. Richard T. 
Cornelius, Minneapolis, Minn. 


80 
wT Sah I i 


1. In a beverage mixing and dis- 
pensing device having a body and main 
valve for controlling the flow of car- 
bonated water through said body, said 
main valve including a slidable main 
valve member having a valve tip dis- 
posed at the end thereof, said body 
having a bore in which said main valve 
member is guided for movement... . 


2,879,804. REINFORCED 
SION JOINT. Frank E. 


ZA 


C<K% Oe 
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1. A reinforced expansion joint com- 
prising an annular arch which may 
expand and contract axially and tends 
to become distended radially in the 
presence of fluid pressure therewithin, 
continuous reinforcing rings of mate- 
rial of relatively high tensile strength 
embedded coaxially within wall por- 
tions of said joint... . 


2,879,971. VALVE APPARATUS. 
Peter P. Demay, Chicago, Ill., assignor 
to Minneapolis-Honeywell Regulator 
Co., Minneapolis, Minn. 

4. In combination, a valve compris- 
ing a housing, a spring operatively 
connected to said valve, valve operating 
means operatively connected with said 
spring, means to be loaded by said 
spring to change the operating charac- 
teristics of the valve, a base member 
on said housing, first support means 
adjustable associated with said base 
member, said spring being mounted 
between said support member and said 
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first mentioned means so that the municating with said well adjacent the 
initial loading can be selected by said lower portion thereof, a cooling tank, 
support member, second support means a pump for pumping water from said 
reservoir into said cooling tank... . 


2,880,049. REFRIGERATOR CABI- 
NET CONSTRUCTION. Frederic L. 
Tarleton, Oak Park, ITll., assignor to 
General Electric Co. 


1. As an article of manufacture, a 
refrigerator door gasket comprising an 
elongated resilient unit including: a 
flat base attachment flange; a curving 
neck member approximately 5¢4 inch 
thick attached along one edge to an 
edge of the flange; a lip member at- 
tached along one edge to the curving 
neck member and over-hanging the 
flange at its free edge; a hollow seal- 
ing member with a uniform wall, thin 
in relation to lip member and neck 
member thickness. . 


DESIGNS 
184,780. REFRIGERATOR. Carl W. 
Sundberg, Bloomfield Hills, Mich., as- 
signor to Whirlpool Corp. 


adjustably associated with said base 
member. . 


2,879,975. COOLING WATER CIRCU- 
LATING APPARATUS. Midori Doi, 
Sakai City, Japan. 
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1. A cooling water circulating appa- 
ratus comprising a well provided with 
a ballast layer, alternating partition 
walls extending inwardly from the 
sides of said well, a reservoir com- 


FOR COMPRESSOR PIPING THAT'S 


NERVOUS 


IN SERVICE... 
rena 


PTTL 


INSTALL 
FLEXONICS VIBRA-SORBERS’® 
for effective vibration control 


NOW AVAIL- 

ABLE FROM Flexonics Vibra-Sorbers® are of all-metal construction with 

FLEXONICS excellent resistance to corrosion and fatigue, remaining gas- 
Synthetic tight under prolonged vibration. 


Freon-resist- 
ant hose for 
refrigeration 


Highest cleanliness standards are maintained throughout 
manufacturing—delivery is in airtight polyethylene bags. 


ind ai di- 
fealan Sore Continuous research and quality control combine with 
jon. Wine fer manufacturing know-how to insure a product of higher 


value with lower costs to you in the long run. 

Genuine Flexonics Vibra-Sorbers, made only by Flex- 
onics Corporation, are U.L. listed in sizes %,_” through 1144” 
for both high and low side service. Ask for them by name. 
For full details write for Bulletin 139. 


INDUSTRIAL HOSE 
FLEXONICS CORPORATION + 1415 SOUTH THIRD AVENUE » MAYWOOD, ILLINOIS 


Divisions 
INDUSTRIAL WOSE + EXPANSION JOINT + BELLOWS + AERONAUTICAL + AUTOMOTIVE 
Flexonics Research Laboratories, Elgin, Illinois 
in Canada: Flexonics Corporation of Canada, Limited, Brampton, Ontario 
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rvicing Automobile 
Air Conditioners 


(Vol. 4— 1959 Models) 
BY C. DALE MERICLE 


CHEVROLET (2) 


Chevrolet Motor Div. 
General Motors Corp. 
Detroit 2, Mich. 


SERVICE HINTS 


Evacuating 


Both 1959 Chevrolet systems 
must be evacuated following 
initial installation or opening 
the system for repairs. 

Use of a separate vacuum 
pump and the double evacuation 
method pulling down to 25 to 
28 in. of vacuum is recommended 
by the manufacturer. 


Charging 

Refrigerant-12 is used in the 
1959 Chevrolet units. Full 
charge is 414 lbs. in the All 
Weather system, 4 lbs. in the 
Cool Pack system. 

Both are charged through the 
low side with refrigerant in the 
vapor state. 


Performance Test 


Conditions for running a per- 
formance check on 1959 Chevro- 
let units are the same for both 
All Weather and Cool Pack 
systems: 


Car doors and windows closed, 


hood up, car in neutral with 
engine at 1,500 r.p.m., blower at 
high speed, cooling controls set 
for maximum cooling and 100% 
recirculated air, heater off, and 
thermometers in place to show 
temperatures at front grille of 
car and right hand air outlet 
of conditioner. 

Over a temperature range of 
70° to 100° F. for ambient 
(grille inlet) air, temperature at 
right air outlet should range 
correspondingly from 40° to 50° 
for both systems. 

On the All Weather system 
head pressure should range 
from 130 to 225 p.s.i.g. while the 
suction pressure holds at 27 
p.s.ig. 

On the Cool Pack system 
head pressure should range 
from 190 to 300 psig. and 
suction pressure should be at 
18 p.s.ig. when the clutch dis- 
engages. 

When ambient temperature is 
above 100° F., it may be advis- 
able to place a large electric fan 
in front of the car grille to keep 


SPECIAL DELIVERY BY 


No, we aren’t using the new ballistic missiles yet, but maybe 


speed. Complete inventories and streamlined methods assure 


Wholesale only. Your orders filled really fast b 
at one of our six big warehouses. 


1717 S. Wabash Av. 
Chicago 16, Ill. 
FREE PARKING AND FAST 


134 Lafayette St. 
New York 13, N.Y. Dallas 7, Texas 
COUNTER SERVICE AT THES 


Harry Alter gives you the fastest possible service. Your orders are handled with careful 


We're Real Specialists in 
REFRIGERATION - AIR CONDITIONING - ELECTRIC MOTORS 


SUPPLIES and PARTS 


SAVE MONEY, time and effort by ordering from our new Dependabook, the 
most complete catalog of all. 232 pages. Over 10,000 items carried in stock. 


Write on your letterhead for the 1959 DEPENDABOOK... 


Also our monthly Flyer of surplus and close-out Bargains. 


THE HARRY ALTER CO., 
2332 Irving Blvd. 


ROCKET? 


some day. In the meantime, 


truly snappy service. 


y mail, or they can be picked up 


INC. 


695 Stewart Ave., S.W. 
Atlanta 10, Ga. 
WAREHOUSES 


E 4 BIG 


head pressures within the limits 
specified above. 


Trouble Shooting 


Because the 1959 All Weather 
system is the same as the 1958 
model in all essential respects, 
troubl 


pean 


shooting suggestions 


| given in Vol. 3 on the 1958 


model will apply equally well to 
the 1959 system. 

The 1959 Cool Pack unit, as 
previously noted, controls tem- 
perature by means of an ad- 
justable thermostat cycling the 
magnetic clutch and the com- 
pressor. 

Therefore, basic service sug- 
gestions covering under-dash 


units using this means of tem- 
perature control will also apply 
to the 1959 Cool Pack. 
(NEXT: Oldsmobile 
Auto Air Conditioner) 


THE COMPLETELY SILENT 


e No fans e@ No maintenance 


919-1 Alexander 


o-—-——— 


Be 


‘a 


%, 


says it’s 


ing pressure, 2,500 psi minimum. 
They’re perfect companions for 


Crystal Clear, Fused Sight Glass 
Remco’s new moisture and liquid indicator tells you the exact condi- 
tion of the refrigerant at a glance. The blue dot indicates “dry”; pink 
wet”; pale blue or light pink, “caution”. The crystal clear, 
fused sight glass and highly reflective interior reveal the tiniest bubble, 
the slightest color change. Equally sensitive to R-12 and R-22. 


Available in 4” through 24%” O.D. sizes with male x male flare, 
female x male flare, or extended sweat connections. Bodies through 
5%” are brass; 4%” through 2%” are copper. Extended sweat con- 
nections are heavily copper-plated steel. Caps protect the sight 
glasses. U/L approved, working pressure is 500 psi maximum; burst- 


AIR-COOLED CONDENSER... 
ENGINEERED BY EDWARDS 


e Low silhouette e@ No wiring 


e No noise @ Low initial cost e Negligibie roof loads @ No water used 


| Write for Airvec bulletin AV-3 | 


EDWARDS ENGINEERING CORP. 


Ave., Pompton Plains, N. J. 


TEmple 5-2808 


“One of the nation’s largest manufacturers of Residential and 
Commercial Boilers, Baseboard and Steel-Fin Radiation, Motor 
ized Valves, Air and Water-Cooled Refrigerant Condensers, 


New! REMCO 
Moisture and 
Liquid Indicator 


— 


Remco Molecular Sieve Filter- 


Driers and are sold by leading refrigeration wholesalers everywhere. 
For information write for Bulletin RP-1, Remco, Inc., Zelienople, Pa. 


REMCO 


REMCO REFRIGERATION COMPONENTS: FILTER-DRIERS AND ADAPTER FITTINGS + CHECK VALVES 
MOISTURE AND LIQUID INDICATORS + RECEIVER-DRIERS « SAFETY DEVICES + FROST-TITE FLARE NUTS 
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Dismiss Charges Against Dairy Firms-- 


(Concluded from Page 1, Col. 5) 
examiner commented, ‘there is 
no evidence as to who they are 
or that it has ever been cus- 
tomary to purchase or lease 
facilities from them.’”’ 

In his 129-page decision (with 
a 207-page appendix analyzing 
the competitive effects of the 
challenged practices in specific 
market areas), Examiner Lewis 
held that the evidence does not 
establish that the respondent 
manufacturers have induced or 
attempted to induce dealer cus- 
tomers, to any significant extent, 
to handle their products exclu- 
sively by furnishing, among 
other items of assistance: 

(1) refrigeration facilities 
and other equipment such as 
soda fountains and store fix- 
tures; 

(2) 

(3) 


loans; 
various services, includ- 


ing repainting interiors of deal-, 


ers’ stores, supplying signs and 
advertisements, and _ servicing 
facilities or soda fountain equip- 
ment; and 

(4) various discounts, 
bates, and allowances. 

He further ruled the record 
fails to prove any trend of con- 
centration in the frozen prod- 
ucts industry in favor of the 
respondents, or that there has 
been any substantial injury, or 
reasonable probability of injury, 
to competition in any of the 
markets involved, as a result of 
these dealer aids. 


re- 


Examiner's Findings 
Lewis made the following 
findings concerning the furnish- 
ing of refrigerated cabinets: 
“This practice originated be- 


fore various respondents entered 
the business and is so deeply} 


ingrained that efforts by some 
of them to terminate or modify 
it have failed. 

“Although some competing 
manufacturers were critical of 
the practice, most of them re- 
ferred to it as normal and tradi- 
tional and many favored it. 

“Various competitors con- 
ceded that even if respondents 
stopped supplying cabinets their 
competitors would continue to 
do so and any company which 
was prohibited from supplying 
them would be put in a pre- 
carious competitive condition. 

“Also a number testified that 
many small and medium sized 
dealers would not carry ice 
cream if cabinets were not sup- 
plied since they could not afford 
to purchase their own. 

“Cabinets are supplied on the 
basis of respondents’ business 
judgment as to the size and type 
suitable to the particular dealer 
and with due regard to their 
delivery schedule in the area. 


‘Dealers Encouraged 
To Furnish Own Cases’ 
“Dealers are encouraged to 
own their own equipment by be- 
ing offered a special discount, 
but, except for the larger out- 


tice for most manufacturers. If 
the supplier fails to keep the 
cabinet in good running order 
the basic purpose in supplying 
it (viz., to assure the product 
reaching the public in the same 
palatable form in which it was 
delivered to the dealer) would 
be frustrated. 

“A considerable portion of the 
testimony of competitors was 
devoted to general gripes about 
market practices. To the extent 
these witnesses sought to at- 
tribute such conditions to any 
of the respondents, it was fre- 
quently based on_ unreliable 
hearsay, surmise, and opinion.” 

Lewis also stated, “Aside 
from the fact that counsel’s 
theory extends beyond the alle- 
gations of the complaints, the 
examiner finds nothing inher- 
ently illegal about the complaint 
practices as such.” 


E. Dale Dixon 


Hugh Dillon 


Airtemp Names- - 


(Concluded from Page 1, Col. 5) 


starting as a stock room em- 
ploye in 1940. He was named 
planning supervisor in the com- 
pany’s Indianapolis branch in 
1946, manager of the parts and 
order department at the factory 
in 1950, Florida regional man- 
ager in 1953, West Coast re- 
gional manager in 1956, and 
Mid-Central manager in Novem- 
ber of last year. 


Dillon joined Chrysler Air- 
temp in 1946 : as an order depart- 


TENNEY COOLING NEWS, HIAMUNU, 


Air Conditioning, Heating & R 


ment clerk. He rose through the 
ranks to become manager of the 
product order department in 
1953, assistant manager for 
room air conditioner sales in 
1957, and product manager for 
room air conditioners earlier 
this year. 


Norge Appoints Carey 
Refrigeration Sales Mgr. 


CHICAGO — Appointment of 
J. R. (Ren) Carey as sales 
manager of refrigeration prod- 
ucts was announced recently by 
the Norge Div. of Borg-Warner 
Corp. 

Carey will direct the national 
sale of Norge home freezers and 
refrigerators, with offices at 
Norge headquarters in Chicago. 
This is a new position. 

With Norge since June, 1955, 
Carey formerly was sales man- 
ager of home freezers. Before 
that he was with Deepfreeze. 
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Sutton Warranties- 


(Concluded from Page 1, Col. 2) 


several service stations which 
formerly performed the war- 
ranty services on Vornado prod- 
ucts. 

Some service -stations are 
supplying parts for Vornado 
units in warranty but are 
charging customers for them, 
it was indicated. 

Sutton is no longer responsi- 
ble for warranties on Vornado 
auto air conditioners, the official 
pointed out, because this oper- 
ation was sold earlier this year 
to Jamos Corp. of Flushing, 
A B 

The Sutton official said in- 
quiries regarding warranties on 
Vornado equipment other than 
car air conditioners should be 
addressed to: 

Mr. Julie Nilles, O. A. Sutton 
Corp., P. O. Box 1894, Wichita, 
Kansas. 


lFi4V on, 1veg 


BIG NEWS FROM TENNE 


te gh i. 2 
bo! ae ) : — ON ge i te 
& vas ge Ae REE Ree cramer EME Po oe ; 
ey 
ath 
i ‘ 
# 


Powerful new line of refrigeration units for reach-ins, Check these specs! 
under-counter boxes, salad cases, beer coolers, wall dairy CAPACITY 
and beverage coolers, pastry boxes, and all comparing B.T.U./HOUR 
refrigeration installations. Model | 10° T.D.| 15° T.D. Hy 
Ls 
H-13 1360 2040 tf 
Union, N. J, — Tenney’s new line fitting mounted for copper tube H-17 1750 2625 ta 
of Hustler unit coolers are here. or hose. aI 
Lightweight, rustproof — sleek, Looks match performance H-23 2380 3570 H 
sturdy » Silent. They cen be Dressed in a handsome, ll- H-30 3020 4530 % ’ 
. ged and posed sewn ‘7 aluminum patterned casing, the eh 
- all locations, with the slotted, - : Prk 
‘ adjustable hangers mounted on artery See. een CIRCULATION : qi 
_ the unit, And the price is right. struction conforms to Teaned FAN | Mtr. vA 
ualit standards. Model | C.F.M.| DIA. | Watts p j 
Outstanding features AE fs: : 4 
Available to all H-13 | 205 8 46 “4 
The Hustler features controlled The Hustler is available to H-17 280 8” 50 Ky! 
directional air flow, quiet and ©,E.M.’s, and also to servicemen 
efficient fan motor arrangements. and contractors through refrig- H-23 | 320 8” 50 i 
Connections located for use on eration wholesalers, Write for H-30 400 |(2)8” 90 d 
either end with knockouts. Drain Bulletin 119-59 ‘a ¢ \ 


lets, have been reluctant or un- 
able to undertake the expense. 
“Only two of the 10 competi- if 
tors whose testimony FTC trial 
counsel cited in his main brief 9 
lost sales in recent years and 
in neither case does the evidence 
establish this was due to the 
use of cabinets as a competitive 
weapon by respondents... . 
“Also, service of refrigeration 
equipment is the general prac- 
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Engineers and Manufacturers 
of Refrigeration and 
Environmental Equipment 


y CHMCY 


ENGINEERING, INC. 


1090 Springfield Road, Union, N. J. © Plants: Union N. J. and Baltimore, Md. 
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